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Everyone is glad that output dips 
aren’t double dips. 
* * * 
_ It didn’t take long for the Euro- 
pean food shortage to produce po- 
litical feuds here and there. 


+ * * 
Oregon Kills Sales Tax 
A 3 percent sales tax proposal 
was defeated by Oregon voters for 
the fifth time in the last 14 years. 
| Referendum was held Oct. 7. 


The proposed sales tax, exempt- 


ing food and gasoline, was designed | 


to raise an estimated $24,000,000 a 
_year, of which half would have 
been for property tax relief and the 
remainder new revenue. 

+ « * 


» Shades of Augeas 

| Complaining that horse-drawn 

vehicles cost the city of Ottawa, 
Canada, over $70,000 a year to 
sweep clean, Controller Goodwin 

' recommended to the Board of Con- 
trol that it was time mechanized 
deliverymen should be allowed use 

of all streets with horse-drawn ve- 
hicles compelled to use certain 

streets only. 

_ “If we had no horses, the flusher 
trucks could do the street clean- 
ing by themselves,” he emphasized. 

+ 


* * 


_*S to M, S to T’ 


“Servant to mankind and a slave 
to taxation,’ -has been the lot of 
petroleum industry since the 
‘first commercial oil well was drilled 
88 years ago, according to a spokes- 
‘man for that industry. 

“The petroleum business and 
petroleum products have been be- 
set with tax burdens unparalleled 
in the experience of any similar 
‘industry or commodity,” he said. 
Oil, gas and other taxes find their 
best flow from, well, you know it, 
John Q. Motorist. 
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to right, Russell Lowell, 


ton, W. Va.; Charlies C. 





THE NADA MEMBERSHIP committee which 


campaign. 
—— NADA, Seattle; R. D. McKay, Wichita, Kans. ; 
Freed, chairman, Salt Lake City; walt Hamer, Columbus, 0. 


Ls Y.; M. O. Anderson, 


Walker, South Charles- 


headed 
Village, 


NADA Adds 2,312 


G.A.D. Campaign Nears Goal of 4,500 


With Many States Unreported 


ASHINGTON. — A remarkable 

upsurge in National Automobile 
Dealers Assn. memberships was an- 
nounced last week by M. O. Ander- 
son, president, in a progress report 
of the results so far achieved in 
the current Give-a-Day to NADA 
drive. 

These incomplete figures indi- 
cated as of Oct. 14 a gain of 2,312 
new members, but additions to this 
count are now pouring into NADA 
headquarters here with every mail. 

The preliminary tabulations 
show that more than half of the 
goal of 4,501 new members has 
| been attained. 

Although 11 of the states re- 
ported that they had reached more 
than 100 percent of their quotas, 
none of the 55 state committees 
advised that it had completed its 
work. 

Some of the states which did not 
report a full quota of new members 
already signed up, wired Washing- 
ton headquarters that they would, 
| however, reach their quota figures. 

* a“ ok 


| LLOWING is the list of states 
that have so far reported more 





than 100 percent of their quotas 
reached: 


State 
Illinois 
Missouri 


Per- 


166.4 


New 


Minnesota 
North Carolina... = 


50 
New York City.... 50 
32 


The District of Columbia report- | 


ed a 100 percent membership of all 
the dealers in its territory. This 
was attained by adding four new 
members which brought the total 
to 76. 

A number of states have not as 
yet made reports for various rea- 
sons, For example, G.A.D. day, Oct. 
7, came at the time when the Penn- 
sylvania association was holding its 
annual convention and work in 
that area did not start until Oct. 14. 

The Maine association found it 
necessary to postpone its G.A.D. 
day until Oct. 15. 


Three Parleys Highlight Dealer Problems 


By George S. Connell 
Staff Correspondent 


MIAMI BEACH, Fla.—Some} 


dealers, “lulled by the bountiful 
_ blessings of a seller’s market, have 
lost sight of the 
value and the ne- 
cessity of good 
public relations,” 
William F. Huf- 
stader, Buick 
general = sales 
manager, told the 


annual conven- | 


tion of Florida 


Automobile Deal- 


ers Assn. here 

last week. 

. He said that 
when he speaks of good public 

- “I mean nothing more 

or lees than an honest attempt 
to conform to the Golden Rule.” 

' A recommendation that factory- 

| dealer contracts provide for the 


"Ww. F. Hufstader 


continuance of a business in the | 


event of the death, retirement or 
physical 
| “when his heirs, partners or asso- 
ciates desire to continue and can 


4 provide adequate capitalization and | 
gement” was adopted by the | 


convention. 


>, Support of the “heirs” proposal | 


> accompanied endorsement of 
“NADA action for a conference with 
“manufacturers to develop “better 
nd sounder” contractual relation- 
— between factories and deal- 
| Additional resolutions endorsed 
; Use of the NADA Used Car Guide 
by banks, finance and insurance 
, (Continued on Page 35, Col. 1) 


incapacity of a dealer | 


By Charles Cates 
Staff Correspondent 


production by factories remain as 
the best means to counteract re- 
sale of new cars into the gray 
market. 


This was the majority view of 
(Continued on Page 30, Col. 3) 


Top Cars 


New car _ registrations for 
eight months, plus four states 
for September: 


1947 


Pos. 
1—432,873 
2—340,697 
8—209,151 
4—156,857 
5—137,844 
6—1386,734 
7—120,980 
8— 71,017 
9— 69,277 
10— 68,395 
1l— 67,648 
12— 61,658 
13— 47,281 
14— 35,318 
15— 29,735 
16— 28,843 
17— 27,359 

18— 16,170 
19— 15,768 Willys 

20— 10,266 Crosley 


Total All Makes 
2,084,424 886,132 


For further details see page 
24, today’s issue. 


1946 


Pos. 
128,760— 2 
178,002— 1 
125,697— 3 

45,066— 6 
44,578— 7 
81,916— 4 
$4,116—11 
49,3382— 5 
27,922—18 
41,132— 8 
28,089—12 
39,946— 9 
34,784—10 
9,274—15 
17,187—14 
2—18 
2—19 
4,792—16 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds, 
Nash 
Mercury 
Hudson 
Stude. 
Chrysler 
DeSoto 
Cadillac 
Packard 
Kaiser 
Frazer 
Lincoln 





234—17 








HARTFORD, Conn.—Connecticut 
dealers were warned last week to 


GALVESTON, Tex.—Individual| prepare for the disappearance of 
action by dealers and increased|the seller’s market and to use to- 


day’s high profits 
to make a sound 
basis for their 
business of the 
future. 

O. Ander- 
son, president 
of NADA, and 
George Romney, 
managing direc- 
tor of the Auto- 
mobile Manufac- 

, turers Assn., gave 
M. QO. Anderson this advice in ad- 
dressing the 26th annual conven- 
tion of the Connecticut Automotive 
Trade Assn. here. 

Resolutions adopted by the con- 
vention urged inclusion of a fran- 
chise “carrydown” clause in all 
dealer contracts, called for a 100 
percent antidiversion policy in the 
highway department, pledged full 
support to the motor vehicle in- 
spection program enacted in Con- 
necticut this year, and commended 
state safety programs and the 
state - conducted driver - training 


| courses in the public schools. 


“Business is tightening up and 
getting back to normal,” Ander- 
son told the convention. 

He cautioned the group against 
granting credits unwisely when 


| Regulation W expires Nov. 1 and 


stressed the importance of public 

goodwill and good relationships 

with workers. He recommended 
(Continued on Page 34, Col. 1) 


the “Give a Day to NADA” | 
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Chrysler Units Reopen; 


Hudson Building 


"48s; 


,Output Slips to 88,128 


Higher Production at GM Divisions Offsets Shutdowns; 
Daily Rate of 21,000 Is Needed to Reach 
5,000,000 Total for This Year 


By Bernie Thomas 
Staff Writer 

LTHOUGH the steel situation 

virtually paralyzed Chrysler’s 
passenger car divisions, U. S. auto- 
motive output last week slumped 
only slightly to 61,457 cars and 26,- 
671 trucks-—a total of 88,128 units, 
according to Automotive News esti- 
mates. 

Most of the slack was taken 
up as General Motors plants 
scheduled increased daily output 
and Cadillac resumed production 
after three weeks of idleness, due 
to a shortage of frames. 

Hudson, closed for changeover 


Willys Shoots 
At 200,000 


Units in Year 


By Bob Finlay 
Managing Editor 

TOLEDO— Willys hopes to pro- 
d ,000 vehicles in the fiscal 
ich started Oct. 1, James D. 
Mooney, presi- 
dent, revealed 
Wednesday dur- 
ing Willys Insti- 

tutional Day here. 

the total, 

about 10,000 will 

be a sporty look- 

ing phaeton 

which Willys 

plans to bring 

, out in err h, 

and 12,000 14,- 

James D. Mooney 000 a Jeep Sta- 
tion Sedan, due in December of 

this year. 


year w 


A mockup of a redesigned pas- | 


senger car, with a touch of Conti- 
nental styling and economy fea- 
tures, was shown during the day. 

See Photo, Page 2. 
However, Mooney pointed out that 
it would take 12 to 14 months to 
put it into production after Willys 
“rings the bell on it,” and Willys 
won't ring the bell until the ma- 
terials situation improves. 

se 


T A PRESS conference, Mooney 


admitted that Willys dealers 
(Continued on Page 37, Col. 1) 


operations since Aug. 19, began 
building its new cars last week. 

Last week’s accounting, accord- 
ing to Avtomotive News tabula- 
tions, dropped less than 4,000 units 
below the previous week’s revised 
U. & total of 91,948 units, which 
included 66,244 cars and 25,699 
trucks. 


* * * 

OMBINED JU. 8S. and Canadian 

car and truck output last week 
hit 93,970, according to AUTOMOTIVE 
News estimates, compared with 
97,654 the week before. 

Curtailment of Chrysler opera- 
tions last week further black- 
ened the prospect that the com- 
bined efforts of U. S. and Cana- 


year. Chrysler divisions are due 
to reopen today (Oct. 20). 

As of last week, both countries 
had accounted for approximately 
3,931,700 cars and trucks, leaving 
1,068,300 units still to be built if 
the goal is to be realized. 

The calender shows only 49 work- 
ing days left in 1947, excluding 
holidays .and anticipating that 
plants will remain closed on two 
Fridays, as is the custom when 
holidays occur on Thursday. 


HHEREFORE in order to build 
the necessary 1,068,300 units in 
the remaining 49 days, U. S. and 
Canadian plants will have to turn 
(Continued on Page 34, Col. 3) 


Production 
Automotive News Estimates 
U. S. Cars, Trucks 


91,943 
Wt 87,400 
hk 





Week 


Prev. 
Week 

For complete Te ialin seal 

by makes, see table, page 34. 


Nash, GM Accords Hailed; 
Detroit Shop Tieup Fizzles 


By Mac Gordon 
Staff Writer 

AUTOMOTIVE management and 

the rank-and-file workers are 
not letting the UAW-CIO election 
warfare disrupt their harmonious 
eo least for the pres- 
en 

Evidence to this effect was 
brought forth at two major con- 
cerns last week even as the un- 
ion’s rival factions swept away all 
restraints in their bitter cam- 
paigning. 

One of the companies involved 
was Nash Motors, which con- 
cluded a working contract hailed 
by Nash local union leaders “as 
the best in the automobile in- 
dustry.” 

In the other instance of im- 

(Continued on Page 31, Col. 1) 


S FAR as Detroit new-car deal- 

ers were concerned last week, 
the “strike” of garage workers was 
a strike in name only. 

Reports of service managers, sub- 
stantiated by spot checks by AuTto- 
motive News, showed that shop op- 
erations were nearly normal at all 
the 77 dealerships struck last 
Aug. 19. 

A spokesman for the 65 Ford 
dealers involved in the dispute 
said that more than 900 of the 
974 UAW-CIO garage workers 
employed by this group had re- 
turned to work. 

Service departments at the seven 
Chevrolet and five Buick concerns 
originally struck were all back in 
normal operation. 

(See MECHANICS, Page 34, Col. 1) 
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August Gains over July, Too... 


Car Casing Shipments 








FIRST OF A SERIES of conferences between Oldsmobile dealers and plant executives was held last week at Lansing. The 
purpose of this and future conferences is to discuss mutual sales and service problems. One dealer from each of the 24 Oldsmobile 
zones will attend each conference. The program will eventually draw most of the Oldsmobile dealers to the home office. Speakers 


W. G. Lewellen, 
general sales manager 
above are, left to right, J. 

; Skinner; Ralston; 


of the Western half of the United States, and H. F. Banks, assistant 


Downey, works ——om R. E. oS ” 
. O. Lampe, executive assistant tu Ralston; Rus Lesher, assis’ sales manager charge 
aw, r sales manager in charge of the Eastern half. Dealers shown are 


sales vice-president of General Motors; 8. E. Skinner, general manager of Oldsmobile, and D. E. Ralston, 
of Oldsmobile and director of the conference. Members of Oldsmobile management seated in the front row 


F. Wolfram, chief engineer; T. C. 


Griffin, executive assistant to the 


Brogan, Paterson, N. J.; A. O. Mitchell, Atlanta; Ken Garff, Salt Lake City; H. B. Dunlap, Ames, Ia.; Wm. Moll, Stuttgart, 
Ane; s. W. Wrench. Dipeie. Md.; J. R. Burne, Seranton, Pa.; H. H. Murray, Cleveland; W. A. Kastner, Mauston, Wis.; H. 8. 


Rodebaugh, Bradford . J. Matson, ‘on, Mich.; H. L. 
= are} 0. een, Gouna Forks, N. D.; W. A. Stilwell, Los Angeles; 8. N. 


Marble, Haverhill, Mass.; H. H. Wilcox, 


Frost, Topeka, Kans.; W. 


W. Stevenson, Greenville, Pa.; A. D. 
Epperson, Woodland, Calif.; 


. F. gene, Ore.; ©. E. Cooper, Decatur, Ill.; OC. B. 0’ Malley, Chicago; W. ©. Whitfield, Fayetteville, Ark.; C. A. Zuhars 
Rance ar te Carender in Ban Antonie. 'T. L. Osborn, of Hendersonville, N. C., was absent when photo was taken. 





DETROIT. — The “misleading 
propaganda” being disseminated 
concerning profits and dividends 
by those who 
would overthrow 
the present 
American com- 
petitive system 
today faced a 
strong counterat- 
tack launched by 
Ross Roy, presi- 
dent of Ross Roy, 
Inc., national ad- 
vertising ceenty 
here. Roy mailed 

Rese Bey to thousands of 
business and industrial leaders, 
magazines, newspapers, financial 
writers and others a plan to com- 
bat the growing attack on the 
profit system. Printing and mailing 
costs were paid by Roy himself. 

Pointing out that attacks on 
profits are at an all-time peak, 

Roy’s October pamphlet titled 
“Makes Sense to Me,” which he 


GM’s Goad Urges 
Profit Analysis 
For Employes 


DETROIT.—Speaking before the 
American Society of Training Di- 
rectors last week, L. C. Goad, gen- 
eral manager of GM’s Fisher Body 
division, recommended free discus- 
sion of the merits of the capitalistic 
system “to help employes think the 
problem through and draw their 
own conclusions.” 

Goad urged educators to explain 
the system of free enterprise to 
students to promote better under- 
standing before they go out to seek 
jobs in business and industry. 

Employes, Goad said, want to 
kyow and should be encouraged to 
know more about “where profits 
come from, more about surplus and 
dividends, how wages and salaries 
are determined, how stockholders 
fit into the picture.” They want, he 








All Profit Facts Urged 


Comparing of Profits to Sales, Dividends to Wages 
Held Good Promotion for U. S. System 


mails free monthly to a growing 
list of readers who have request- 
ed it, suggests providing more in- 
formative details in earning and 
dividend news releases. 

The publication points out that 
surveys of public opinion indicate 
a widespread belief that 25 percent 
of sales is profit. However, the Na- 
tional Industrial Conference Board 
study report for the years 1919-1943 
showed average profit per dollar 
of sales by American corporations 
was only 4.3 percent. 

Roy asserted that most earning 
reports by corporations are head- 
lined with the profit figure, that 
the text usually elaborates on this 
and gives the amount of profit per 
share. Rarely do these reports give 
the total sales volume, and even 
more rarely do they give the profit 
as a percent of total sales’ dollar 
volume,. he pointed out. 

It is suggested that corporation 
officials responsible for issuing 

news releases on earnings pro- 
vide financial editors with a few 
additional facts and figures to 
show volume of dollar sales and 
the profit in percentage of total 
sales volume. Roy wrote that 
many financial editors have ad- 
vised him they will publish such 
figures if they are provided. He 
continued: 

“Chrysler Corp. made a profit of 
$21,502,407 in the first quarter of 
1947. I believe that this was a rec- 
ord high profit figure for a similar 
period for Chrysler. 

However, Chrysler’s volume was 
$317,041,077 and the profit was only 
6.7 percent of dollar volume. For 
the second quarter, Chrysler net 
profit was $14,620,050, or a drop of 
about one-third from the first quar- 
ter, bringing the six-month net 
profit down to 5.5 percent of vol- 
ume.” 

Roy urged that corporations in- 
clude wage figures in their reports 
to dispel the impression that divi- 
dends total a greater amount than 
that paid for wages. Statistics show 


continued, “a rational explanation | that from 1909 to 1946 wages were 
of why large salaries to top execu- | more. than 11 times dividends, he 


tives are proper.” 


said. 





HERE ARE the new Willys all-steel station sedan and lightweight coavertible, shown 
to newsmen last week in Toledo. The new station sedan features a six-cylinder engine, 
passenger car interior and ‘solid color finish, The two vehicles are scheduled for early 
1948 production, (See story olf page one.) 












|radio program, 


; that will first be broadcast over 









Tucker Announces Sale 


Of 1,026 Franchises 

CHICAGO.—The sale of 738 
distributorships and 1,026 dealer 
franchises, as of Sept. 30, has 
been announced by Preston 
Tucker, president of Tucker 
Co 


rp. 

Tucker said funds supplied by 
the distributor-dealer organiza- 
tion total $7,733,140, half the 
amount brought by sale of stock. 





Big Expansion 


Of Dealer Body 





Urged by K-F 

WILLOW RUN.—Immediate ex- 
pansion of sales and service facili- 
ties and personnel was outlined to 
Kaiser-Frazer dealers and distrib- 
utors in a special coast-to-coast 
broadcast last week by Henry J. 
Kaiser and Joseph W. Frazer 
chairman and president, respective- 
ly, of Kaiser-Frazer Corp. 

K-F dealers were told that pro- 
duction growth at the huge Willow 
Run automobile plant is going 
ahead as scheduled, with another 
44,000 cars to be produced before 
the end of this year. January, 1948, 
will see 21,000 Kaiser and Frazer 
cars built and factory production 
is scheduled to climb to 1,500 cars 
a day by early spring and 2,000 to 
2,500 a day by the fall of 1948. 

Kaiser-Frazer dealers were told 
to immediately sign up associate 
dealerships and to be ready for the 
increased auto production. 

“We want to be represented in 
thousands of communities,” Kaiser 
said. “We are going to be repre- 
sented in thousands of communi- 
ties. Every man and woman should 
be within easy walking distance 
of a Kaiser-Frazer dealer or sub- 
dealer. 

“As I have told you before, one 
of our objectives is the building of 
a car in the low-price field. All of 
our production facilities are being 
expanded with that program in 
mind, and we must be ready with 
sales outlets. 

“The long-range program will not 
be just double our present pro- 
duction. It is my prediction that it 
will be four or five times our pres- 
ent production.” 

At present Kaiser-Frazer has ap- 
proximately 4,000 dealers and 140 
distributors. 

Kaiser and Frazer were speaking 
to their dealers over the Mutual 
network. They introduced a new 
“Newscopes,” fea- 
turing Wendel Noble, a program 





416 Mutual stations Nov. 4. 


Ford Truck Sales Chiefs 
To Attend ATA Parley 

LOS ANGELES.—Four execu- 
tives of the Ford truck and fleet 
sales department will fly to Los 
Angeles to attend the American 
Trucking Assn.’s convention next 
week, the company announced. 

They are J. D. Ball, director of 
the-department; D. W. Lee, assis- 
tant director; W. E. Kimbrough, 
manager of the truck section, and 
S. M. Copland, manager of the fleet 
section. 








Up 18% for 


NEW YORK. — Total manufac- 
turers’ shipments of passenger car 
casings for the eight-month period 
ending Aug. 31 amounted to 48,628,- 
603 units against 41,182,680 units 
during the same period of last 
year, an increase of 18.08 percent, 


L-M Schedules 
Dealer Council 


Parley Oct. 29-31 


DETROIT. — Joseph E. Bayne, 
general sales manager, announces 
that the second annual Lincoln- 
Mercury national 
dealers’ council 
meeting will be 
held in Detroit 
Oct. 29-31. 





8 Months 


| according to a report released last 
| week by Rubber Manufacturers 
| Assn. 

Passenger car casing shipments 
for August were 6,174,656 units 
against 6,111,564 units during July 
production for the same period was 
5,820,172 units, against 5,474,573 
units, an increase of 6.31 percent 

Truck and bus casing shipments, 
production and inventory were 
slightly higher than in the pre- 
vious month, bringing cumulative 
eight month shipments to 11,183,526 
units, and production to 12,050,240 
units, as compared respectively 
with 10,142,863 units and 10,104,433 
units for the same period last year. 

The production of 5,179,052 pas- 
senger and truck and bus inner 
tubes was 14.02 percent above the 
previous month. 





The national 
dealers’ council 
meetings were in- 
augurated “to 
promote a closer 
relationship _be- 
tween our dealers 
and the company, 
as well as to per- 
petuate the spirit of teamwork} 
which already exists between us,” 
Bayne said in announcing the com- | 
ing meeting. 

Twelve dealers representing all | 
sections of the U. S. will attend 
the meeting, Bayne said. They have | 
been chosen by votes of their fel- | 
low dealers at area meetings. 

Subjects to be discussed during 
the three-day meeting include mar- 
keting, service, parts and acces- 
sories, advertising, production and | 
other matters relating to the oor | 
and servicing of Lincoln and Mer- 
cury cars. 

Company executives attending | 
the meetings will include E. R.| 
Breech, executive vice-president; J. | 
R. Davis, vice-president and direc- | 
tor of sales and advertising; Ben- | 
son Ford, L-M executive and a di-| 
rector of the company; T. W. Skin- 
ner, Lincoln-Mercury general man- 
ager, and Bayne. 


Hudson Showing 


Set Oct. 27 for 
Distributors 


DETROIT.—First showing of the 
greatly different new Hudson will | 
be at a meeting of all distributors | 
Oct. 27 in Masonic Temple here. 

Members of the press will see 
the car at the same time, but the | 
meeting will be off the record. 

Hudson’s new slogan is: | 

“This Time It’s HUDSON” 

The new Hudson is now in pro- 
duction, it was revealed last week 
by A. E. Barit, president, who said 
that work in some departments is | 
ahead of schedule. 

In the new car, Hudson has at- 
tained what it terms “the lowest 
center of gravity of any American 
automobile” with “more headroom 
than any mass-produced car” by 
unitized construction of body and 
frame with the floor extending to 
the bottom of the frame rather 





4. E. Bayne 





than sitting on top. 





Hoffman Warns 
Road Toll Must 
Be Halved by ’68 


CHICAGO.—America’s highway 
death toll must be cut in half 
during the next 20 years in the 
face of a SO 
percent § in- 
crease in motor 
travel, Paul G. 
Hoffman, presi- 
dent of Stude- 
baker, declared 
here last week. 

Hoffman de- 
livered the 1947 
Beecroft me- 
morial lecture 
before the Chi- 
cago chapter of 
the Society of Automotive Engi- 
neers, where he received the 
Beecroft award for outstanding 
contribution to traffic safety. 

If the current national rate of 
eight deaths per 100 million ve- 
hicle miles should continue, he 
said, the toll would climb to 50,- 
000 fatalities and nearly two mil- 
lion injuries by 1967. 

Hoffman described a fatality 
rate reduction as a “clearly at- 
tainable goal,” but he warned 
that “it will take the active sup- 
port of every individual and 
every organization of public-spir- 
ited citizens in the country.” 

The average motorist today, he 
said, is driving more safely than 
ever before in our history. Mile 
for mile, travel is several times 
less hazardous than it was 40 
years ago. 

He attributed this reduction in 
hazard largely to radical im- 
provements in the vehicle itself, 
and to better roads. Referring to 
the long list of technological ad- 
vances in vehicle design and 
construction, he said that “auto- 
motive engineers are among the 
unsung soldiers of safety.” 

The award presented to Hoff- 
man was provided by the will of 
the late David Beecroft, indus- 
trialist and former president of 
SAE, and will be made annually 
through 1957 to men chosen for 
outstanding contributions to traf- 
fic safety. 





Paul G. Hoffman 





CONGRATULATIONS and best wishes were expressed by P. W. Litchfield, Geodyear 
Tire & Rubber chairman (left), as he presented a 25-year diamond-studded service pin 
and the customary check to J. M. Linforth (right), vice-president in charge of manu- 
facturers, aeronautical and government sales. Attending the presentation at the com- 
pany’s main offices in Akron were officers and numerous executives of the company. 
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A= dealers realize the impor- 
tance of a smooth-working or- 
ganization. A larger percentage of 
dealer workers actually contact the 
public, and all of them perform 
work that directly pleases or dis- 


pleases customers. 

Now, of all times, is the occa- 
sion for employing, training oa 
inspiring employes to the end 
that dealers have tight, well-knit 
organizations where all workers 
cooperate enthusiastically in fill- 
ing the needs of automobile buy- 
ers and owners in their com- 
munity. 

I am impressed with remarks on 
this subject recently made by Ber- 
tram Lewis, of Litchfield, Conn., a 


Alabama Dealers 
Gather at Biloxi 
For 12th Parley 


BILOXI, Miss.—The 12th annual 
convention of the Automobile Deal- 
ers Assn. of Alabama began here 
yesterday (Oct. 19) with the regis- 
tration of nearly 500 dealers and 
guests. Today at 1 p.m. officers.and 
directors will meet at the Buena 
Vista hotel and at 7:30 p.m. the 
annual “Seafood Jamboree” will be 
staged. 

President B. G. DeVan, Mobile, 
and L. J. Buckland, New York 
City, will be featured speakers dur- 
ing the first business sessions. Fol- 
lowing Buckland, William M. Mc- 
Gaughey, public relations director 
of the Automobile Manufacturers 
Assn., Detroit, will address the con- 
vention on “Your Golden Oppor- 
tunity.” 

In view of the pending legisla- 
tion before the Alabama legislature 
on compulsory motor vehicle in- 
spection, the talk by Claude S. 
Klugh, manager of the Pennsyl- 
vania Automotive Dealers Assn., 
will be of special interest. Com- 
pulsory inspection is already in 
effect in Pennsylvania. 

Other speakers will be William 
L. Mallon, past president of NADA, 
and James Simpson, Birmingham 
attorney. 

The election of officers for the 
coming year will be held at the 
meeting today (Oct. 20) and the 
new officers will be inducted at 
the president’s annual banquet to- 
night, after which the convention 
will adjourn. 


Klingler to Speak 
At Ohio Conclave 


In Cincinnati 


CINCINNATI.—Harry J. Kling- 
ler, general manager of Pontiac 
Motor division, will speak at the 
annual convention of the Ohio 
Automobile Dealers Assn. at the 
Netherland Plaza hotel here Nov. 
10-11, the association announced 
last week. 


Sealers tell me 


By John O. Munn 


consultant for finance companies, 


in the automobile retailing field. 


Frequent Meetings 


With Key Men 


L=v= says: “One of the ablest 
dealers I have ever known made 
it a point to call in his key men 
at stated intervals whether or not 
there was anything crucial to dis- 
cuss. The intervals depended on 
conditions. Normally the meetings 
were 30 days apart, but when com- 
petition was particularly wolfish or 
when a depression put a special 
premium on ingenuity, they were 
more frequent.” 

The dealer, Lewis said, called 
on each man for a statement of 
his problems before he made a 
statement of his own. Then he 
called on each for his ideas as 
to how each problem should be 
met. 

After a consensus was reached 
concerning present action on each 
problem, a policy was set to gov- 
ern the procedure until the group 
should meet again—by which time 
experience would either have shown 
that it was foolproof or that it 
should be modified, and how. 

+ +. 7 


Didn’t Wait 
For Trouble 


E DIDN’T wait,” the dealer 
said, “for bad situations to 
sneak up on us or take a chance 
of having opportunities go by un- 
noticed. And I didn’t count on my 
own brains to spot all of our prob- 
lems or prescribe solutions. These 
chaps were keen as a whiplash, 
every one. All of them were out 
where the strafing was hottest and 
their perceptions were more re- 
liable than mine as to what was 
going on and what to do about it. 
“But often the ideas of any 
one of them needed some tem- 
pering or balancing from an as- 
sociate who saw the same prob- 
lem from a slightly different an- 
gle. Working as a team, there- 
fore, they got remarkable results. 

All I had to do was to listen, to 

act as referee, to suggest com- 

bined procedure and then to send 
out the instructions that they 
themselves had formulated.” 

The dealer said his men were 
the happiest bunch that he had 
ever seen in business and put their 
whole souls into their work. There 
were no cliques or politics among 
them. Each depended on the others 
to help him put his part of the 
program across. 

“They were a great combination 
—and I was the happiest and lucki- 
est of all,” he said. “For I had 
just about nothing to do but cash 
in on their brains, their energy 
and their esprit de corps.” 


Three Speakers 
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10,000 Expected at Convention... 


60% of Space Sold 
For NADA-Show 








































who for many years has been a 
strong and constructive influence 





High Court to Review 


Ohio Delivery Case 

COLUMBUS, O. — The Ohio 
Supreme court has agreed to re- 
view the case of Carl J. De Moss 
against Conart Motor Sales, 
Akron, in which the plaintiff 
seeks to compel the defendant 
to deliver an automobile within 
a “reasonable” length of time. 
The purchase was made a year 
ago with a deposit of $50. 

The plaintiff said he was 
ready and willing to accept de- 
livery of the car but the com- 
pany refused to abide by its con- 
tract. The common pleas and ap- 
peals courts had ordered deliv- 

| ery of the car. 


By Pete Wemhoff 
Editor, Automotive News 
Aout 60 percent of available 
space has already been sold for 
NADA’s first Dealers Equipment 
Exhibition, to be held Jan. 25-29 
in Chicago, Ray Chamberlain, man- 
ager of the convention-exhibition, 
told newsmen in Detroit last week. 

“We expect to have all major 
equipment makers in the fold 
soon,” Chamberlain declared. 

From advance information, it 
appears the 1948 NADA conven- 
tion and exposition will attract 
a record 10,000 persons, including 
dealers, their wives and their 
service managers, Chamberlain 
said. Last year’s Atlantic City 
conclave drew 6,500, of whom 
about 1,500 were wives. 

The convention itself will run 
two days, Jan. 27-28, in Medinah 
Temple, Chicago. The exhibition, 
open four days, will be held in the 
Hotel Stevens Exhibition Hall. 

* * * 


Tu exhibition will open Sunday, 

Jan. 25, and will be run through 
Jan. 29 except from 2 to 5 p.m., 
Wednesday when NADA’s annual 
business session is held. 

The exhibition will be open 
every night until 10 p.m. No tick- 
ets of admission will be sold; ad- 

























Alabama Dealer 
Wins Court Test 
Of Resale Pact 


BIRMINGHAM, Ala.—In the first 
case of its kind tried in Birming- 
ham courts, a local man has been 
ordered by Judge W. A. Jenkins 
to pay to Al DeMent Chevrolet Co. 
$250 for allegedly reselling a new 
car in violation of a contract with 
the motor company. 

The company charged that the 
purchaser bought a new car from 
it on July 10 and signed a contract 
that if the car was offered for re- 
sale within six months, the com- 
pany would be given the opportu- 
nity of buying it back at a price 
not to exceed the original purchase | mission will be by badge or spe- 
price. cial pass. 

On or about Aug. 19, DeMent Chamberlain, noting that 
charged that the purchaser resold| NADA’s membership is expected 


the car in violation of the con- 
tract. He then filed the suit for Senator to Speak 
At Minn. Parley 


Slated Next Week 


A majority of Birmingham deal- 
ST. PAUL, Minn.—Senator Jos- 


ers are requiring buyers to sign a 

similar contract. It is expected this 
eph H. Ball, Minnesota Republi- 
can, will be among the speakers 


policy will be encouraged by the 
at the convention of the Minne- 


court ruling in the DeMent case. 
sota Automobile Dealers Assn., to 


be held Oct. 28-29 at the Lowry 





Kentucky Dealers 
Plan First Parley 


. hotel here. 
At Indiana Resort Senator Ball’s topic will be 
“Challenge to Freedom.” Other 


LOUISVILLE.— The Kentucky 
Automobile Dealers Assn. last week 
named French Lick, Ind., as the 
site for its first annual convention 


speakers and their topics will be: 

Arthur H. Brayton, of the Des 
Moines chamber of commerce, 
“Will Automotive History Repeat 


to be held Nov. 5-6. Itself?”; L. J. Buckland, New 
Three nationally known speak-| York, “A Picture of Things to 
ers are slated: Keen Johnson, for-| Come,” and Paul Millians, vice- 


mer governor of Kentucky; John 
W. Stokes, automobile dealer tax 
specialist, and Karl H. Richards, 
of the Automobile Manufacturers 
Assn. 


Two other principal speakers 
will be announced at a later date. 


president of Commercial Credit, 
“Nothing Recedes Like Success.” 

Two prominent executives of the 
automotive industry have also 
been invitcd to address the con- 
vention. 

An entertainment highlight at 
the convention will be a boxing 
show offering 36 rounds of profes- 
sional boxing. 


Insurance Case 


Appealed in Tenn. 


KNOXVILLE, Tenn.—A _ four- 
judge panel of the Tennessee state 
supreme court, sitting at Knox- 
ville, heard the appeal from the 
Tennessee state court of appeals 
at Nashville of the suit brought 
by Tennessee automobile dealers 
against the Tennessee state insur- 
ance department and State Insur- 
ance Commissioner James M. Mc- 
Cormack for refusing them licenses 
to sell insurance for Motor Insur- 


Maryland Assn. Moves 


HQ in Baltimore 
BALTIMORE. — The Automobile 
Trade Assn. of Maryland has 
moved into new quarters. Former- 
ly located at 2436 N. Charles St., 
the association now quarters | 


the Belvedere hotel, suite 336, ac- 
cording to J. C. (Cab) Darrell, 
association manager. | 





to reach a record 32,000 by Nov. 
1, said that the 1948 convention 
will be a standout. Speakers have 
not been lined up as yet, but they 
will be limited to 30 minutes 
each, 

A high spot of the Atlantic City 
conclave—the dealer service sym- 
posium—will be further developed 
for the 1948 meeting, he said. 


Over 300 Attend 
Maine Convention; 


Davis New Chief 


BANGOR, Me.—George H. Davis, 
Auburn, was elected president of 
Maine Automobile Dealers Assn. at 
the annual convention held here 
Oct. 10. 

Other officers chosen by the more 
than 300 members attending were 
Olin L. Berry, Presque Isle, first 
vice-president; William E. Koster, 
Rockland, second- vice-president; 
Howard Ingraham, Augusta, treas- 
urer, and William V. Hood, Au- 
burn, clerk and manager. 

Directors elected were Lewis 


Marshall, Portland; George H. 
Davis, Auburn; Earl Taylor, Wins- 
low; Howard Gayton, Norway; 
Carleton Bailey, Livermore Falls; 
William E. Koster, Rockland; Rus- 
sell Harriman, Bangor; C. A. 
Chase, Dover-Foxcroft; E. J. Me- 
lanson, Cherryfield; Leon Cooper, 
Bar Harbor; C. B. Berry, Houlton, 
and Olin Berry, Presque Isle. 


Speakers included C. William 
Duncan, Philadelphia newspaper 
columnist; Bangor City Manager 
William C. Esty; Arthur N. Couri, 
Portland, NADA director; Lucius 
D. Barrows, state highway engi- 
neer; Christy Borth, public rela- 
tions department of Automobile 
Manufacturers Assn., and Donald 
‘W. McLeod, Bar Harbor, retiring 
president. 


Barrows told the group that 
Maine would be able to build more 
and better highways and bridges 
due to the recently imposed in- 
crease in gasoline taxes. Borth dis- 
cussed the automotive industry on 
a national scale, and urged that 
“Americans retain their freedoms 
as many Europeans have failed to 
do.” 

Arrangements for the convention 
were made by Hood, Lloyd B. Mor- 
ton, Farmington; George H. Davis, 
Auburn; Harley H. Hannaford, 
Bangor; Daniel E. Vail, Augusta; 
William E. Koster, Rockland, and 
McLeod. 


Andrews Elected Head 


Of Reno Dealers 

RENO, Nev. — Cliff Andrews, 
manager of Scott Motors, Inc., has 
been elected president of the Reno 
Motor Car Dealers Assn., succeed- 
ing Dudley Wilson, head of Herr- 
mann and Wilson, Inc. Phil Dietz, 
president of Dietz Motors, Inc., was 
elected vice-president. 





Klingler’s subject will be “Where 
Do We Go From Here?” Other 
speakers will include J. Roth 
Crabbe, insurance expert; Ben Tay- 
lor, of the industrial relations de- 
partment of B. F. Goodrich Co., 
Akron; Dr. Charles P. Wheeler, of 
Xavier university, Cincinnati; John 
W. Stokes, New York city tax ex- 
pert; Vernon Scott, Chicago, tax 
equality expert; Bob Deo, general 
counsel of NADA, and Bill Toboldt, 
trade editor. 

Those wishing to attend the con- 
vention are urged to make their 
reservations by Nov. 1. 


Fire Damage $30,000 

MAGNOLIA, Miss.—The building 
occupied by Stewart Motor Co. was 
gutted by fire Oct. 7. Destroyed 
along with the building were two 
used trucks, one used car and tools 
and equipment. Loss was estimated 
at $30,000. It is believed the fire 
was started by a spark from a 
battery coming into contact with 
& bucket of gasoline. 





ance Corp. of New York. 


A decision in the case may be 
handed down within 60 or 90 days. 
The most likely course that the 
losing side may take is a petition 
for a rehearing, which must be 
filed within 45 days after the de- 
cision is rendered. John J. Hooker 
of Nashville is the dealers’ attor- 
ney in the case. 


Set to Address 
Oklahoma Parley 


OKLAHOMA CITY.—The pro- 
gram for the 14th annual conven- 
tion of the Oklahoma Automobile 
Dealers Assn., to be held here Nov. 
12-13 at the Hotel Skirvin, already 
includes three major speakers, 
Fred Albert, association manager, 
announced last week. 


Booked to address the parley, 
according to Albert, are: Okla- 
homa’s Gov. Roy J. Turner; Dr. 
T. Bruce Robb, director of re- 
search, Federal Reserve System, 
and Paul M. Millians, vice-presi- 
dent in charge of public relations 
for the Commercial Credit Corp. 

Also included in initial conven- 
tion plans is a style show for the 
ladies. 


Mo. Nash Dedlion Sues 


U. C. Firm Over Name 

ST. LOUIS.—The Wright Motor 
Co. (Nash), 6111 Delmar Bivd., has 
filed suit in the St. Louis Circuit 
court for an injunction against the 
Wright Motor Sales Co., 4047 Chou- 
teau Ave., used car dealers, to bar 
the latter from using the name, 
charging that use of the name by 
the defendants is “unfair compe- 
tition.” 
| In addition to the firm others 
named defendants are two officers 
of the firm, Roy Wright and H. 
W. Granger. 





‘‘Please be advised that new truck is 
sold. Thanks a million, will use your ser- 
vice again if necessary.’’—-L. G. Steiner, 
Pandora Garage, Pandora, O. 








On the House . . . 


Congrats to Seattle and Detroit dealers who’ve stood firm against 
strong-arm methods of mechanics’ unions. . . . GM President C. E. 
Wilson’s recent statement that 1948 cars will cost more was the first 
public announcement by a top official but was not 
news to the trade. .. . Nicholas Dreystadt, Chev- 
rolet general manager, is seriously ill but GM de- 
clines to comment... . 

Tom Skinner, Lincoln-Mercury’s general man- 
ager, while revealing that Lincoln’s September 
production set a postwar record, says that 8,370 
Lincolns are scheduled jor fourth quarter; ad- 
mits that 1948 Mercury and Lincoln won’t be 
out in January but declines to comment on re- 
port new L-M models will be introduced in late 
February or March:...You can expect Chrysler 
Corp.’ 8 1948 models, really postwar, sometime 
in the spring. 

Stew Munroe, Chrysler division’ 8 sales chief, reports his dealer total 
now is less than in 1941, with emphasis on quality. ... The Power of 
Publicity: Automotive News (Sept. 29) published an ‘article on the 
sales policies of Miller Automobile Co. (Dodge-Plymouth), Sacra- 
mento, Calif. Few days later, reports Manager E. C. Taylor, Miller 
got letter from Galveston (Tex.) citizen who saw article in dealer 
showroom; asked how soon he could get a Dodge; “would come after 
it...and get a vacation, too.” You know Miller’s answer. 

—Perte WEMHOFF 





Pete Wemhof 
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AUTOMOTIVE 


WE STAND FOR: 

11. Fair and equitable contracts between manufac- 
turers and dealers in motor vehicles, parts and ac- 
cessories, 2. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal: governments applied to 
the building and maintenance of highways. 14. The 
elimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 

NEWS cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better eases of _ than een else in the world. . 


= ————) 








Whe’ s Got the Button? 
It’s an Old Game 


T IS SORT of fun to hide a button and then ask where it 
is. But that’s a child’s game. 


Some of our state politicians apparently still get quite a 
kick out of the game, however. 


The other day, Gov. Dewey endorsed a $2 billion highway 
program for New York state, saying that it is “our solemn 
duty to rebuild the highways.” Then he said that he did 
not know where the necessary funds would come from. 


New York’s superintendent of public works said that 
the $2 billion would be necessary for a 14-year pro- 
gram if the state’s highways were to be made as effi- 
cient as they were 17 years ago. The poor condition of 
the highways was said by the superintendent to be the 
‘inevitable result of 15 years of starvation appropria- 
tions during the depression and of work prevention dur- 


ing the war. 


In this respect, the National Highway Users Conference 
has a good idea as to where the button went. It points out 
that New York has been one of the worst diverters of high- 
way funds. In the period from 1933 to 1944, it says, the 
state diverted $626,087,000 of highway user taxes to pur- 
poses other than road building. 


x * s pom 


IT IS QUITE probable that few 


| of my readers get to see The Inter- 








national Teamster, which is the offi- 
cial magazine of the International 
Brotherhood of Teamsters, Chauf- 
feurs, Ware- 

housemen & 

MAY BE Helpers of 
CONFISCATED! America, of 
which Daniel J. 

Tobin is president and Editor. This 
may account for the fact that we 
are so complacent. Rome may not 
yet be burning, but fire-brands are 


| being scattered which may shock 
| you into action. For example, let 


me quote the following editorial 
from this magazine’s October 1947 
issue: 

+ * * 


“MORE AMERICAN homes are 
mortgaged today than in 1930, the 
year following the stock market 
crash that ushered in the great de- 
pression. The total mortgages on 
more than 2,000,000 homes approxi- 
mate the colossal sum of eight bil- 
lion dollars. Never before have 
American homes been in hock to 
that extent, not even in the days 
| of hunger marches, unemployment 
| riots, soup kitchens and wholesale 
misery. If the owners of the mort- 
gaged homes had secure incomes, 
this would not be a dangerous situ- 
ation. But they have not. Most of 
them bought their homes at prices 
they could not afford to pay. As 
prices continue to rise, the burden 
of excessive payments becomes too 
heavy to bear.” 

* 


* * 


“THOUSANDS will default on 
their payments and then the banks, 
the insurance companies and the 
real estate interests will laugh and 
seize the property. That’s free en- 
terprise, as engineered by the fi- 
nancial interests. We will hear a lot 
of sweet sermons from these fi- 
nanciers on the necessity for fru- 
gality and the sin of living beyond 
one’s means. They will say that the 
seizure of homes is the result of 
improvidence by the purchasers. 
They paid too much for their prop- 
erty. 

ea * 7 
“AND WHY did they pay too 
/much? Because they had to. The 
banks, the insurance companies and 
the real estate interests conspired 
against them. These interests cal- | 
culatingly created the present hous- 


|ing shortage for their own profit. 


They fought every move for fed- 
eral housing projects. They opposed 
every effort to control the cost of 
building materials. They wanted to 
continue and intensify the hard- 
ships suffered by millions of fami- 
lies. And they succeeded, thanks to 
a servile and evil Congress. 
+ Bg 


“THE -CONSEQUENCE is that 


| the country needs some 12,000,000 
;}new homes. By delaying construc- 


tion and creating a scarcity, prices 
were kept up and homeless people 
forced to bid against each other. 
And what does the successful bid- 
der get? A house at a price that 
he can’t afford to pay and that he 
will soon lose as inflation spirals 
higher and higher. What will the 
banks and insurance companies 
and real estate interests do with 
all these houses when they fore- 
close the mortgages? They plan 
to sell them again and foreclose 
them again under the same old 
racket. When these families lose 
their homes we predict that un- 
pleasant things will be happening 
in this country. We may have a 
different kind of a Congress, elected 
by voters who have had enough of 
organized grand larceny by the fi- 


If this money, NHUC says, had been spent on roads, when | nanciers. 
construction costs were more reasonable, New York’s high- | 


way situation would be almost completely different today. | 


Ohio is another state that offers an example in diversion | 


of highway funds. Since 1933 that state is reported to have | 


diverted $128,000,000 of taxes paid by highway users. 


Now the people of Ohio will get a chance to vote in 
November on an amendment designed to halt this diver- 
sion. Dealers are backing the amendment. 


| 
| 
} 
| 
| 


Autos and trucks more than pay their own way. If funds | 


collected from highway users had been devoted to the high- 
way system, there would be no great problem today. 





* * * 


“By that time, we may 
be confiscating the 
property of the 
financiers.” 





When did YOU get inte the automo- 
bile business? If you can qualify up to 
and including 1922, you should be a 
member of AUTOMOBILE OLD TIM- 
ERS. Write Ralph DePaima, chairman 

committees, A.O.T., head- 
quarters, Hotel Roosevelt, New York 17. 
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“Just Supposing. .. . . 


99 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcom 
letters but you may sign your name 
used if you so request. Address Edito 


ed. No attention is given to unsigned 
with the assurance that it will not be 
tr, Automotive News, Detroit 26, Mich. 





Amen! 


The Automotive News is the one 
event that makes Monday morning 
worth while, and I for one read 
it avidly from cover to cover. 

I most certainly agree with Her- 
bert Parker, of Oakland, IIl., on 
his suggestions as set forth in the 
Sept. 29 issue. 

We certainly do need more in- 
dependent auto and steel compa- 
nies and I’m glad to see that others 
in the business agree. So much 
talk has been centered around the 
fact that it’s just a matter of time 
until the “Big 3” will swallow the 
entire independent motor field. I 
don’t believe it, and furthermore, 
it would be the worst thing that 
could ever happen to this country. 
Only the spirit of competition 
makes for a quality product; elim- 
inate that, and what have you? 

Supposing there were only two 
or three baseball or football teams 
in the whole country; there 
wouldn’t be much sport or com- 
petition left, or much spectator 
interest either. 

Yes, I would like to see more in- 
dependents in the 20,000 units per 
year and upwards bracket, but to 
me what is even more important 
is to have more independent manu- 
facturers in the low price field— 
$1,000 to $1,200 and under. We have 
enough expensive cars on the mar- 
ket now. 

Our last car, a 1940 Packard 
eight, delivered for $1,200. The 
same model today delivers for 
$2,350 to $2,500, and my income is 
still in the $1,200 class. This means 
that we will have to go to the 
“Big 3” for our next car unless 
it can do another 85,000 miles as 
easily as the first. 

Yes, I would like to see Willys, 
Reo, Hupp, and Graham Paige, and 
if I may add, Auburn, all get back 
into the automobile lineup once 
again. To my way of thinking, only 


this will bring prices down, in a 
competitive and therefore healthy 
way, and not by the already too 
large companies expanding even 
further. 

Of course, Henry Wallace, with 
his “foot in mouth” policy, is still 
clinging to the hopes of reviving 
the New Deal and trying to accom- 
plish what F.D.R. might have done, 
had he lived long enough to com- 
plete another “again.” That is— 
eliminate the small fellow, enlarge 
the big fellow, and then take him 
over! 

From me a big pat on the back 
for the Independents, and plenty 
of encouragement for those to fol- 
low.—Cuartes H. Repmonp, Can- 
ton, O. 


Coming Events 


Oct. 19-21—RBiloxi, Miss. Annual conven- 
tion of Alabama Automobile Dealers 


Assn. 

Oct. 21-23—! . Automotive Trade 
Assn. of Virginia conclave. 

Oct. untington, W. Va. (Hotel 
Pritchard). Annual convention of Auto- 
mobile Dealers Assn. of West Virginia. 

Oct. 26-31—Les Angeles (Biltmore hotel). 
Annual American Trucking Assns. con- 
vention. 

Oct. 28-28—Minnesota Automobile Dealers 
Assn. convention 

NOVEMBER 

Nov. 5-6—French Lick, Ind. Annual meet- 

ing of Kentucky Automobile Dealers 





Assn. 
Now. 6-7—Tulsa, Okla. (Hotel Mayo). SA 
Fuels 


Dealers ; 

Nov. 10-1l—Savananab. Georgia Auto Dea. 
ers conclave. 

Nov. 18— New York (Hotel Roosevelt). 
Eighth annual luncheon-meeting of Auto- 
mobile Old Timers. 

Nev. 12-13—Oklahoma City (Skirvin hotel). 
14th anual convention, Oklahoma Auto- 
mobile Dealers Assn. 


DECEMBER 
Mec. 8-9—Wichita, Kans. (Hotel Broad 
view). Annual meeting of Kansas Aurt« 
Dealers Assn. 


A Aim 
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Out in front in Oakland... 


¥ CONNELL MOTOR COMPANY 


healthy 
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ng even ... With a smart new showroom 
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7, is still 


reviving for a smart new car! 


uve done, 

to com- 

hat is— 
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ake him Smart is the word for Oldsmobile . . . for the product itself, with its smooth, 





the back tailored styling . . . and for Oldsmobile’s advanced way of driving with GM Hydra-Matic Drive*. 
d plenty 
se to fol- a . : ; , 
ip, Can- Today, this atmosphere of smartness and ultra-modern design is extending 

throughout the Oldsmobile dealer organization, in the form of smart facilities for the 


displaying and servicing of smart Oldsmobile cars. The handsome new establishment 
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le Dealers 


tive Trade | 


Ya. (Hotel 
» of Auto- | 


of Connell Motor Company of Oakland, California, is one evidence. of this trend. This building, 
like scores of others from coast to coast, is fully in keeping with the theme of 
Oldsmobile’s forward looking program. It forms a fitting background for 


America’s smartest car. The SMART deal is Oldsmobile! It’s SMART to BE with Olds! 
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1, De Soto-Plymouth! 


every De Soto or Plymouth sold will be bought by a Radio listener 


You’re talking on Radio again—for the first time with your own 


program—reaching into 35,900,000 U.S. radio homes. 


You're talking with the same salesmanship, emphasis, and 
personality you use in your showrooms every day. In fact, your 


voice makes every listener's living-room a showroom. 


You're talking at a peak evening time—Sunday at 10 pm, EST. 


¢— 


More families listen on Sunday night in a typical month, than on any 


other night in the week. 







You’re talking on the most effective network — the network 


used most by the biggest and shrewdest advertisers. More of Amer- 






ica’s 100 leading radio advertisers have relied on CBS than on any 






other network, for II straight years. 







You're talking with one of radio's most exciting new 


adventure programs—the story of “Christopher Wells.” 







You've taken a big step toward capturing a greater share of 


the automobile market. De Soto-Plymouth dealers have joined 






America’s leading merchandisers on CBS to gain new leadership in 






the minds of America’s millions of car buyers. 





The Columbia Broadcasting System 
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SEE YOUR LOCAL CHEVROLET DEALER 


CONTINUING ITS arrow motif, 


(CHEVROLET has | 
Big-Car Comfort... 






. 


Chevrolet has released two more outdoor panel 


posters for simultaneous display during October, in approximately 3,000 communities 
across the nation. Stressing the comfort of Chevrolet vehicles, one poster contains a 
yellow arrow pointing to a red easy chair, with slippers and newspaper on the floor. 
The second poster emphasizes sturdiness and combines the arrow with a huge tree. The 


posters will be shown on more than 12,000 panel boards. 





Trade Council 
To Hear Tydings 


NEW YORK.—Sen. Millard E. 
Tydings, Maryland Democrat, co- 
author of the Federal Fair Trade 
act, will be principal speaker at 
the annual meeting of American 
Fair Trade Council here Nov. 13, 
it was announced by John W. An- 





derson, president of the council. 


Annual directors’ meeting of the 
council is scheduled for Nov. 12 at 
the Waldorf-Astoria. A session for 
the membership will be held at 10 
a.m. Thursday in the Flamingo 
room of the hotel. 


‘Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal- 
ers’ opinions. 


Gear Oil 


Change-over time is a “natural” for DEE TEE 
Cleaning. With DEE TEE CLEANER and SOL- 
VENT you give your customers the most thor- 
ough gear oil job—and get paid extra dollars for 


doing it! 


You don’t have to invest a million dollars in fancy 
equipment to give your customers a service that 
will positively clean out all sludge, dirt, and ab- 
rasives from the differential and transmission. Do 
this before refilling with fresh, clean oil of the 


proper grade. 


$2.00 PROFIT ON EVERY GEAR OIL CHANGE 


Cost of Can of Dee Tee Solvent 


Your profit on Dee Tee Cleaning 
Profit dn 3 pts. (average) lube refill 


Your total profit per Gear Housing 


Your profit on Differential and Transmission 


IF YOU DO REPAIR WORK — 

Add to this profit the time and labor you save on differential and 
transmission overhaul jobs. It is easy to inspect the condition of 
gears when they have been positively cleaned with DEE TEE Solvent. 


CIRCO PRODUCTS COMPANY 


12117 BEREA ROAD * 


DEE FOR 
DIFFERENTIAL 


CLEVELAND 11, OH 


TEE FOR 
Meese 


N ewspaper 





Editorial ad techniques offer big | 
opportunities to win high reader- | 
ship, according to a booklet, “More 
Power in Newspaper Ads,” pub- 
lished by the Bureau of Advertis- 
ing, American Newspaper Publish- 
ers Assn., 370 Lexington Ave., New 
York 17. 

While the booklet uses grocery | 
ads as examples, the points about | 
technique apply to most retailers. 

It is emphasized in the study 
that the mere form of editorial 
techniques, such as humor pan- 
els, comics, news photos, char- 
acter panels, etc., is not enough. 
For instance, an ad using the 
humor panel must have the es- 
sential ingredient of humor or it 
fails to draw high readership. 

In both editorial and conven- 
tional display ads, the booklet 





Et tt4 
eer tt+t-tt-+-4 
=f 

= 


—Auto Advertising — 


Techniques 


.. » Post Goes Up 
By Bob Finlay 


points out, creative skill and in- 
senuity always add more power at 
no extra cost. 


Post Up 

Saturday Evening Post advertis- 
ing rates go up April 3, 1948, while 
newsstand price will be 15 cents 
a copy Nov. 15, 1947. Yearly sub- 
scription rates went up from $5 
to $6 last week. 

Next April a full page of black 
and white will cost $11,200 instead 
of $10,500. A page of two colors 
will be $13,650, up from $12,800, 
while a page of four colors moves 
from $15,000 to $16,000. 

Increased costs make the in- 
creases necessary, said W. W. Koh- 
ler, Post manager. 

Other magazines may follow the 
lead of the Post, it is believed. 





ne 


An initial investment of $69.90—that produces 
$34.50 extra profits NET—puts you in the DEE 


TEE Cleaning business. 


Your most inexperienced man can perform this 
service—DEE TEE CLEANING is automatic. 
Your lubrication men can go on about their busi- 
ness while the DEE TEE CLEANER does the job. 


DEE TEE CLEANING is approved by car and 
truck manufacturers and major oil companies. 
See your automotive jobber or write us for the 
complete DEE TEE Profit Story. 





10 








In discussing the increase, the 
Wall Street Journal pointed out 
that tremendous increases in circu- 
lations of national magazines have 
kept the average page rate per 
thousand readers of leading na- 
tional magazines at or below the 
1940 level. 


Super Pyro Drive 

U. §S. Industrial Chemicals is 
launching its most extensive adver- 
tising campaign this month to pro- 
mote Super Pyro anti-rust anti- 
freeze. Newspapers, national maga- 
zines, outdoor posters and trade 
publications will be used. 

All copy will be dominated by 
original comic drawings by Hoff, 
with special emphasis placed on 
the product’s freedom from odor. 
A list of 138 newspapers in 121 
key cities and towns in northern 
and central states will be employed. 
Insertions measuring 336 lines are 
scheduled to appear once a week 
through December. 

Concurrently, the Saturday Eve- 
ning Post and Collier’s will run 
half-page, full-color advertisements. 
In addition, outdoor advertising 
calls for the posting of two, 24- 
sheet designs in full color at stra- 
tegic traffic centers in 283 leading 
trading areas in 33 states. Support- 
ing the national effort will be the 
insertions in automotive and trade 
journals. Geyer, Newell & Ganger 
is the agency. 


Haney Campaign 

A projected budget of $750,000 
|to advertise its Bull Terrier trac- 
tor during the next 12 months has 
been approved by the board of di- 
|rectors of Haney Corp., Philadel- 
|phia, manufacturers and distribu- 
| tors of farm implements and equip- 
| ment. 
The appropriation will be used 
|exclusively for advertising in news- 
|papers and trade journals, with 
some exceptions where national 
magazine space already has been 
|contracted for. 


| Names 


Edward L. Warner jr. has joined 
McCann-Erickson, Inc., as director 
|}of public relations in the agency’s 
| Detroit office, it is announced by 
|Frank W. Townshend, vice-presi- 
|dent and Detroit manager. Warner 
| will direct public relations on the 
Briggs Mfg. Co. and other Detroit 
accounts. Warner has been man- 
ager of the aviation division of the 
Automotive & Aviation Parts Mfrs., 
Inc. He will succeed Robert La- 
| Blonde, who has joined Foote, Cone 
| & Belding in New York City. 





Fred Healy, 58. 
vice - president 
and director of 
advertising for 
Curtis Publishing 
Co., died last 
week after col- 
lapsing at the 
Army - Illinois 
football game in 
Yankee Stadium. 
Mr. Healy was 
well known 





Fred Healy 
|}among auto advertising men, hav- 
ing at one time been manager of 
Curtis’ Detroit office. 





Passenger Car Ads 

















In Magazines 


(Institutional advertising not included) 





Sept. Jan.-Sept. 
1947 1947 
ee $ 177,599 $1,265,519 
REED ccdaxw's 100,595 802,580 
Chevrolet 180,464 701,988 
Meee; 's ée5 8% 160,987 661,679 
Plymouth .. 79,749 579,936 
Studebaker . 73,975 571,695 
Mercury .... 79,235 557,265 
Oldsmobile. . 70,915 528,565 
|} Dodge ...... 41,105 427,355 
|| Lincoln 82,364 $85,072 
|| Packard ‘ 38,635 342,212 
|} Willys ...... 19,965 320,985 
|| Chrysler 69,082 297,326 
Pontiac 45,620 295,070 
Fraser ..... 45,215 262,147 
Kaiser ..... 45,215 260,347 
rr 200,500 
De Soto .... 22,700 190,260 
Cadillac .... 37,858 158,378 
Crosley .. 6,831 51,578 
Playboy Mo- 
tor Cars .. 3,715 3,715 
$1,381,824 $8,864,172 
(Source: Leading National Advertisers, 





N. Y.) 
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CREATE THE GREATEST DEMAND FOR NEW CAR PURCHASES 
Through the Publication Which Penetrates the Big Middle Income Group 
Compare the number of families in each income group where these four leading magazines are read. 


*Incomes Life Saturday Evening Post Collier's The American Weekly 
$5000 and over 1,232,492 954,352 569,403 1,965,028 
$3000-$4999 1,765,881 1,339,171 973,315 3,303,119 
$2000-$2999 1,579,453 1,162,154 953,680 3,022,400 
$1000-$1999 533,389 350,186 274,884 973,157 
Under $1000 67,321 42,330 33,659 93,573 


@ The American Weekly is read by more people in every @ In the 745 United States counties where 80% of all new 
income group than read any other national magazine. car sales are made, The American Weekly is read in 


: : more families than read any other magazine. 
@ No other national magazine reaches as many fam- Y ° 


ilies in as many Key Markets. Yet in 4083 cities from @ The American Weekly delivers an advertiser's mes- 
coast to coast The American Weekly reaches 20% or sage into more families at a lower cost per color page 
more of all the families living in these places. This is than any other national magazine. 


51,578 local dealer support on a national scale. 


*All figures from Consumer Magazine Report 
8,715 by Dr. Daniel Starch & Staff for the year ended December 31, 1946. 
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manager, 


general 

Seattle; ©. W. Moody, Spokane; C. L. Walker, Tacoma; R. W. 
City; W. A. Rolen, Memphis, and R. J. Waller, St. Louis. Second 
gton; Mayme, Boise, Id.; P. 
Nash, San Francisco; C. W. Cook, Dallas; J. B. Crouch, Atlanta; C. C. 
S. MeWhorter, Philadelphia, and F. J. 
©. Edmonds, Flint, central region sales manager; G. H. 
icCracken, Flint, general parts manager; H. J. C. Miller, New York, assistant general sales manager; 
teele, Flint, assistant parts and accessories merchandising manager; C. ©. Good, Flint, parts and accessories manager; Henry 


Boston; P. L. Yale, Washin M. M. 
low, Cincinnati; H. 


3 ©. 
manager; Hufstader; P. E. M 
A. 4. 8 


BUICK’S 1948 PARTS merchandising pians were outlined to 30 Buick zone parts and 


and other officials during a three-day meeting at Flint. 


accessories managers by W. F. Hut- 
Front row, left to right, W. McConnell, 

» Tacoma; A. W. Foger, Chicago; G. G. Campbell, Kansas 
row, F. 8S. Carter, Detroit; 0. J. Leidiein, Saginaw; D. W. 
S. Hynes, Buffalo; W. M. Koch, Los Angeles. Third row, J. B. 
Bradshaw, Cleveland; E. E. Purcell, Pittsburgh; F. L. Dal- 
MaecMillin, New York. Back row, O. L. Waller, Chicago, assistant gen- 
Ruhe, Flint, parts and accessories merchandising 


Rogers, Flint, superintendent of Grand Blanc master parts warehouse, and J. 8. Saylor, Flint, packing engineer. 





By Bernie Thomas 
Staff Writer 

LTHOUGH the Detroit mechan- 

ics strike was still “on” at press 

time Thursday, according to union 

spokesmen, a “backdoor delivery” 

policy in effect at strikebound deal- 

erships was virtually discarded last 
week. 

A spokesman for the dealers said 
most of the 1,100 workers who 
walked out Aug. 19 had returned 
to work. He said the strike was 
“dead.” 

“All dealers are delivering cars 
out the frgnt door again,” he 
added. 

It has been given no_ publicity 
in local papers but Detroit’s strike- 
bound dealerships have been de- 
livering new cars to customers all 
through the strike. 

> + 


;y=== is how they did it: 

As cars came in from the 
factory, a dealer called the next 
customer on his waiting list, in- 
forming him that his car was in. 


However, he _ explained, his 
dealership was strikebound and 
therefore he had no means of 
preparing the car for delivery. 
Invariably the customer moaned: 

“Gee! I’ve been waiting 18 months 
and now this has to happen to 
me.” 


A suggestion then by the dealer 
—that there was a way out of the 
predicament whereby the customer 
could take legal delivery of his 
car without jeopardizing the phy- 
sical well being of either of them 
—brought enthusiastic response. 

* * + 


T= rest of the dialog went 
something like this: 
Dealer: “You drop into my deal- 


Customer Sues 


For New Ford 


SPRINGFIELD, Ill.—Mort Ber- 
ry, Glenarm, IIl., took to the courts 
to obtain delivery of a new auto- 
mobile when he filed suit in Cir- 
cuit court seeking to compel Capi- 
tal City Motors, Inc., to deliver to 
him the next new Ford super de- 
luxe gnodel it receives. 

Berry claims that on Oct. 30, 
1945, he entered into a written 
agreement with the defendant for 
the delivery of a new car within 
reasonable time and paid $50 down 
on the vehicle. : 


Delivery Unusual 


Detroit Dealers Found Ways to Get Cars 
To Customers Despite Strike 








oo 


Cancelled Dealer 
In Ohio Sues 
Ford for $110,568 


CINCINNATI.—Charging Ford 
Motor Co. with failure to deliver 
316 cars since the termination of 
its sales agreement, Busam Motor 
Sales, Inc., 7415 Vine St., last week 






ership tonight on your way home 
and pay me for the car. Tomorrow 
morning I will have the car titled 
in your name and there is no law 
in the land which prevents you 





Chevrolet Investigates 


Keating Finds That the Public Is Responsible 
For 98 Pct. of Gray Market Sales 


DETROIT.—Two factors, both of 
them beyond the immediate control 
of the industry, last week were ad- 
vanced by T. H. Keating, Chevrolet 
general sales 
manager, as un- 
derlying causes of 
the problem of 
profiteering on 
the inadequate 
supply of new 


the auto industry. 

Insufficient sup- 
ply and continu- 
ing heavy de- 
mand for the in- 
dustry’s products, 





T. H. Keating 


plus the willingness of the buying 


public to resell and rebuy legiti- 


mately obtained new cars at a 


bonus price are the two basic rea- 
sons for the appearance of current 
models on used-car lots through- 
out the country, Keating declared. 

“We maintain a distinct interest 
in the eventual use of the product 
we build,” he said, “and we are 


cars produced by 


legitimately,” the Chevrolet exec- 
utive said. 

The Chevrolet case _ histories, 
Keating said, indicate that no sin- 
gle group of buyers is responsible 
for the appearance of the new 
units on the nation’s used-car lots. 
Used car dealers, he admitted, have 
stimulated the situation, but they 
in turn have been abetted by their 
customers. 

The Chevrolet records show that 
some veterans—among them ampu- 
tees who have been provided with 
specially-equipped cars—have re- 
sold their cars after purchase from 
dealers, often within a few days 
after the purchase. 

Also, a clergyman in a large mid- 
western city was found to be oper- 
ating as a used-car dealer, obtain- 
ing vehicles from Chevrolet dealers 
to supply his “missionaries.” 

Aschool teacher, accorded pref- 
erential delivery because of her 
profession, admitted that she 
“simply couldn’t resist” the profit 
opportunity her new car repre- 


moving ‘your’ new car from my 


establishment if I do not have any 
lien on it.” 
Customer: “I don’t know.” 


Dealer: “You needn’t have any 


doubt at all and if it will make 
you feel better I will get you po- 
lice protection while you are driv- 
ing the car out.” 

Customer: “How about preparing 
the car for delivery?” 

Dealer: “That will be up to you. 
I can do nothing to the car but I 
will allow you so much per item 
for getting the car prepared at any 
garage of your choosing. Or, if you 
do not know of any competent ga- 
rage, I will be glad to make ar- 
rangements for you at one that I 
can recommend and I will guaran- 
tee the payment of any services 
performed there which are neces- 
sary to properly prepare your car 
for delivery. 

“It might interest you to know 


demanded damages of $110,568 in 
a common pleas court suit. 

(In Dearborn, Ford declined offi- 
cial comment). 

Joseph E. Busam, president of 
the dealership, said that a sales 
agreement entered into with Ford 
March 4, 1946, had been declared 
terminated by the company in a 
letter on July 2, setting the date 
of termination as Sept. 5. 

At that time, Busam alleged, his 
firm had unfilled orders for 359 
cars. After the cancellation notice, 
he asserted, only 43 cars were de- 
livered, leaving 316 unfilled orders 
on Sept. 5. 

Busam’s suit said that when 
Ford refused to fill the orders for 
316 cars, it deprived him of a profit 
of $105,768. In addition, he asked 
$4,800 for the cost of constructing 
a building, which he said was done 
at Ford’s direction after the 1946 
sales agreement. 


sented. In a large New England 
city, a black market ring was 
uncovered, key figure in which 
was a woman who represented 
herself to several dealers as the 
wife of a blinded veteran. 

Another instance involved an 
employe of an important govern- 
ment agency, who obtained his car 
through his occupational connec- 
tion, resold it in short order. 

And the Chevrolet investigations 
even led to the recovery of a stolen 
car, a 1946 model spotted on a 
southern used-car lot and traced 
back by Chevrolet field men to its 
owner and through their efforts re- 
stored to him. 

“The above examples, selected at 
random from among thousands, il- 
lustrate the complexity of the prob- 
lem,” Keating said. “A high per- 
centage of the time of our whole- 
sale staff at the present is devoted 


likewise concerned with public re- 
action to Chevrolet dealers’ retail 
policies and the good name of 
Chevrolet itself.” 

(It was revealed earlier by 
Keating that six Chevrolet deal- 
ers have lost their franchises 
through black market operations, 
“despite the most awful howls 
from them and the possibility of 
legal action.”) 

Keating praised Chevrolet deal- 
ers for the positive action they 
have taken individually and col- 
lectively in an effort to stem the 
flow of new cars to the so-called 
“gray market.” 

“Many Chevrolet dealers are 
using repurchase agreements under 
which the buyer agrees to retain 
the car or to sell it back to the 
original dealer and thus keep it out 
of the gray market,” he said. “And, 













Busam further charged that ter- 
mination of the sales agreement 
by Ford was not in good faith. 


that I have already delivered 18 
cars since the strike began under 
these conditions and there has 
been no act or hint of reprisal on 


the part of the union.” Fisher to Stress 


Car Designi 
In Guild Contest 


DETROIT.—An expanded pro- 


[a= foregoing dialogue explains 
how cars were in most instances 
delivered to customers. There were 
few deviations. 

However, in some cases, where 
pickets had been somewhat riotous, 


almost without exception, dealers 
make a thorough-going investiga- 
tion of the individual before placing 
a new car in his hands.” 

Keating pointed out that the 
Chevrolet wholesale organization 
has investigated thousands of com- 
plaints and the most recent an- 
alysis of their reports indicates that 
more than 98 percent of the new 
Chevrolets on used-car lots have 
been sold by individuals who 


to these investigations—which are 
entirely foreign to the manner in 
which we habitually conduct our 
business.” 

As an amusing sidelight on these 
checks, Keating mentioned one in- 
stance in which investigation dis- 
closed that the car in question—a 
new Chevrolet—was found on a 
used-car lot, as charged, but that 
it belonged to a man who worked 
nearby and habitually parked on 
the lot. 


manager. 
Cosewetent, Tuey, M. ¥.$ G. HM. Mend, Belleville, 


dealers had haulaway trucks leave 
new cars at garages in different 
parts of the city and effected de- 
livery to the customers directly 
from such establishments. But in 
all cases the new car was imme- 
diately titled in the customer's 
name. 

In a few instances, dealers re- 
ported that they were forced to 
pay independent garages “pirate 
prices” in order to get the cars 
prepared for customers. 

One dealer reported paying prep- 
aration charges on three cars as 
follows: Lubrication, $4; installing 
radio, $14; installing heater, $16; 
installing floor mats, $5, and wash- 
ing car, $2.75. 

On complaint, he said he got the 
following reply from the indepen- 
dent garage operator: 

“We're not just in the garage 
business now, you know; we're in 
the bootleg business, too.” 


gram for young model builders, 
with added emphasis on the de- 
signing and building of miniature 
automobiles, was announced last 
week by the Fisher Body Crafts- 
man’s Guild for 1948. 

The Guild. will devote the 1948 
program entirely to creation of 
what youths of today believe a 
motor car should be. Heretofore 
youths have had a choice between 
building a model car or a Napo- 
leonic coach, but, however, the 
coach is being eliminated this year 
on recommendation of the guild’s 
advisory board. 

T. P. Archer, vice-president of 
GM and president of the guild, ex- 
plained that “in the past the Na- 
poleonic coach project has served 
admirably as a crafts project to 
train boys in workmanship. Now 
we find among youths a strong de- 
sire to express their own ideas, 
such as is possible in designing 
and building a model automobile, 
so we are concentrating all the 


», | efforts of the Guild on the car com- 


petition.” 


Obituaries 





Heart Attack Fatal 


To Harold MacCarthy 

ST. LOUIS.—Harold K. MacCar- 
thy, pioneer automobile and bus 
dealer here, died of a heart attack 
at his home shortly after return- 
ing from a meeting of the Ameri- 
can Transit Assn., bus dealers’ or- 
ganization, at Atlantic City, N. J. 

The deceased, who was 56, was 
one of the earliest automotive deal- 


out-/ ers in St. Louis, his first dealership 





» Edgewater; BR. 


; | being established here in 1911. He 


was vice-president of the MacCar- 
thy Motor Co. (Ford), founded in 


striet 11929, of which his brother, John, 


was president. He was president 


i am of the Transit Bus Sales Co., or- 
N. 3.3 3. E. Sattler, 


bought from Chevrolet dealers in 
the normal course of the retail op- 
eration. 

“But no organization selling a 
product to the public can be cer- 
tain of what that buying public 
will do with the product, once 
it has been bought and paid for 


A Century Apart... 


Voegel Motors 
Voegel Motors, Inc., Norfolk, 
Va., with maximum capital of $50,- 
000, has been formed to operate 
a general automobile sales agency. 
L. F. Voegel of Norfolk is presi- 
dent. 








THIS WAS THE HOME of International Harvester Co. in Chicago 100 years ago, the 
first McCormick factory being on the north bank of the Chicago river just east of the 
site of the present Michigan Ave. bridge. The firm’s 100th anniversary will be celebrated 
until Nov. 2. In contrast with the 33 employes in the first plant, International now has 
30.000 im its six Chicago locations. The present firm was formed in 1902 as a result 
of merging several companies. 





A PART OF the 100th anniversary program of International was the 
research building at 5225 S. Western Ave., Chicago. More than 200 dif- 


ferent products built by the company were displayed at an exhibition at Soldier Field. 
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NEW YORK. — The motoring 
public will save more than $86,000,- 
000 on its national tire bill this 
year, due to lower prices brought 
on by sharpened competition, ac- 
cording to Herbert E. Smith, presi- 
dent of United States Rubber Co. 

“This huge saving involves some 
28,000,000 passenger and truck tires 
and tubes which the industry ex- 
pects to make for replacement pur- 
poses in the last seven months of 
this year,” Smith said. 

“Since the early part of June 
when tire prices started to de- 
cline, until Oct. 1, the American 
motorist has already shared in 
savings totaling $53,000,000 on 
some 19,000,000 replacement tires 
and tubes.” 

Consumer list prices on popular 
size tires are about 10 percent 
lower now than they were last year 
and during the first part of 1947, 
Smith stated. In a comparison of 
prices, he cited four popular size 
passenger-car tires which account 
for 85 percent of all. passenger car 
tire sales: 


1946 1947 
GR 6.0 cv cccccvns $16.10 $14.40 
GS oo x dccciscés 19.55 17.45 
i PPT eee 21.60 19.35 
TRORIG. .cccccsccses 22.15 19.75 
“The tire industry is keeping 
prices down when practically every 
other consumer item has sky- 
Packard Unveils 
Training Plans | 
At Field Parley | 
DETROIT.—Field reports indi- 


cate Packard’s 1948 models—an- | 
nounced by press and radio Sept. | 
28—are being received by the gen- 
eral public “more enthusiastically 
than any other Packard cars in 
the company’s 48-year history,” C. 
E. Briggs, assistant general sales | 
manager, declared last week. 

He made the statement at a 
three-day meeting of more than | 
100 field and factory representa- 
tives from the United States and 
Canada, including all regional and | 
zone managers. They mapped long- 
range plans for merchandising the 
three new lines of eights. 

A highlight of the meeting was 
the introduction of a new retail 
sales training program, which 
Briggs described as “the most com- 
plete and far-reaching the com- 
pany has yet attempted.” Great 
emphasis, he explained, is being 
placed on selling fundamentals and 
product information. The field men 
will carry the program back to 
home areas for intensive training 
of dealers and salesmen. 

“We're still in a seller’s market 
—and probably will continue to be 
for many months,” Briggs pointed 
out. “But we’re taking the long- 
range view and intend to be thor- 
oughly prepared for whatever may 
come.” 

Briggs acted as chairman of the 
session in place of Lyman W. 
Slack, vice-president and general 
sales manager, who is convalesc- 
ing from an appendectomy. 

George T. Christopher, president 
and general manager, told the 
gathering: “We've had sufficient 
reaction to show we're certainly on 
the right track in our new ‘free- 
flow’ styling, a fresh approach in 
automotive ‘high style’.” 

Among other factory executives 
addressing the group were Elliot 
Taylor, assistant general sales 
manager; K. M. Greiner, parts and 
service manager; Earl Coppock, 
sales promotion manager; Roy A. 
Stougaard, real estate and build- 
ing manager; Don Miller, organ- 
ization manager, and Hugh W. 
Hitchcock, director of advertising 
and public relations. 





U. S. Issues Directory 


Of State Labor Boards 
WASHINGTON.—The Depart- 
ment of Labor now has available 
upon request a directory of state 
mediation and conciliation agen- 
cies. The list was compiled, it was 
stated, to assist both unions and 
business alike in complying with 
the provisions of the Labor-Man- 
Sosmens Relations (Taft-Hartley) 
ct. 





-—- 


$86 Million Saved 


U. S. Rubber Chief Estimates Total Amount 
Of Reductions in Tire Prices 


rocketed in cost,” Smith said. “De- 
spite the fact that labor costs and 
most raw materials are much high- 
er than they were before the war, 
tire list prices are actually lower 
now than in 1939,” 

He pointed out that the aver- 
age motorist gets about four 
times as much for his tire dollar 
today as he did 20 years ago. In 
1927, the automobile owner got 
about 432 miles per tire dollar, 
he said. By 1987, this figure was 
raised to 800 miles per dollar. 
Today, the motorist receives 
about 1,600 miles for every dollar 
he spends for a tire. 

Along with these actual out-of- 
pocket savings which have been 
passed along to the consumer, 
Smith stated, the industry has 
given the motorist tires which af- 
ford greater safety, added driving 
comfort and better all-round per- 
formance. He cited the develop- 
ment by his company of a new 
extra-low pressure tire—the U. S. 
Royal Air Ride tire. 


OHIO FARMER 


The Golden Crescent Market 
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FACTORY SERVICE representatives from every Studebaker region in this coun 
and Canada recently met at the factory. Between business sessions they posed for 4 
of the few group photos ever taken of the organization (left to right, front row): 
N. E. Way, Philadelphia; F. A. Jenson, Omaha; H. M. Miller, Buffalo; 8. H. Gage 
Kansas City; G. P. Phillips, Atlanta; T. M. Dwyer, national accounts; P. J. Schwa 
bauer, Omaha; S. H. Matthis, Portland; E. ©. Leoppard, San Francisco; P. R. Morgan 
Philadelphia, and Vice P. Schoetzow, Los Angeles. Second row: F. X. Coghlan, New 
York; E. A. Simpson, central Canada; Chas. H. Kidder, South Bend; M. L. Weaver. 
Atlanta; Marc Liess, Dallas; J. G. Sliter, Dallas; F, E. Hughes, New York; D. ; 
Cincinnati; J. Fred Pierce, Boston; H. H. Hosford, Minneapolis; B. D. Wood, Memphis; 
W. F. Scheidegger, Chicago, and L. H. Smith, national accounts. Third row: R. T 
Wilson, national accounts; C. M. Stebor, Chicago; F. R. Thomas, Minneapolis; P y. 
MeCandliss, central Canada; H. J. Symon, South Bend; ©. R. Mcintosh, Boston; P. A. 
Nelson, Pittsburgh; F. H. Morgan, western Canada; R. H. Parsons, Hamilton, Ont.; 
J. Clark, eastern Canada, and H. B. Abbott, Cleveland. 


Co. truck plant employes here, got 


International Reopens 
underway last week. The school 


Employe School 

FORT WAYNE, Ind.—The sec- had over 400 graduates last year 
ond annual employe education pro-|@nd promises to be even larger 
gram for International Harvester |this year. 
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Parts Depot Open 
For L-M Dealers 
At St. Louis 


ST. LOUIS. — Lincoln - Mercury 
dealers in this area who previously 
have obtained parts from Chicago 
now are able to use the facilities 
of the depot located in the new 
Lincoln-Mercury assembly plant in 
St. Louis. 

Seventy-five persons are em- 
ployed in the stock-handling or- 
ganization at St. Louis. The new 
depot will give dealers quicker and 
better service, T. W. Skinner, Lin- 
ee general manager, 
said. 


The new St. Louis plant, now 
nearing completion, will assemble 
Lincoln and Mercury cars starting 
with the new models. It is the larg- 
est of the three new L-M plants 
(the other two are at Metuchen, 
N. J., and Los Angeles) now al- 
most completed. 

At Los Angeles, the L-M district 
offices and the western regional 
public relations offices are now 
functioning in the division’s new 
plant, Skinner said. 





There are profit-making opportunities in 
\N Want Ads. See inside back cover. 


What : 
No Scrapple : 





Pennsylvania farm families eat pretty much 


like other well-to-do folks. Popular brands of easy-to-serve 


cereals ... 


and other advertised breakfast foods 


are enjoying wide popularity. 


It is the same way with cars, homes and the 


Rurally Rich... 
Politically Powerful 





in every merchandising picture. 


things other influential families enjoy. Pennsylvania 
farm folks can and do buy everything they need 
and want. They are mighty important factors 


You can reach this rich market quicker, easier, and 
at low cost through Pennsylvania Farmer—their own 
local news farm paper that gets first attention and 


reaches more than 70% of the farm families in Pennsylvania. 















AUTOMOTIVE WASHINGTON 
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Bank Credit Curb Seen; 
Outlook on Other Fronts 


By William Ullman 
Washington Correspondent 
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pe eeg RESERVE BOARD proposals to tighten gov- 
ernment controls over bank lending may win presidential 
support. The present rate of credit expansion is viewed as 
alarming by many Washington officials and they are going 


to the White House with the 
done about it.... 
The belief persists in Wash- 


ington that personal income 
taxes will be reduced next year not- 
withstanding large-scale aid to 
Europe, and that any veto will be 
overridden. The coming election 
next November is the answer, of 
course, to that one... . 

President Truman still is opposed 
to cuts for taxpayers as a whole, 
but is believed to be in favor of 
the husband and wife division of 





Wiltam Uliman 
income idea as something basically | world. “Obliged” is the word, for 
fair and as a federal revenue re-|we cannot afford to be penny wise 


suggestion that something be 
o— —— 


duction that the 
country can 
stand. ... 

But any and all 
tax plans for the 
future are quite 
uncertain so long 
as we do _ not 
know to a cer- 
tainty just how 
much aid we may 
be obliged to give 
the rest of the 





and pound foolish, say many of 
our brightest minds. ... 

Rationing and price control are 
rated in Washington as remote 
possibilities, likely to come again 
only in event of an extreme emer- 
gency. 

Possibility of a full-dress Con- 


gressional investigation of the} kanization process. . . . 


whole broad subject of stee! pro-| 


duction, and the nation’s steel re- 
quirements, grows more emphatic 
with each passing week... . 

Steel shortages are likely to cut 
anticipated motor car output in the 


immediate future. And dealers say | 
higher prices haven’t slowed up the 


demand appreciably, because of the 

enormous backlog of orders, but 

they have their fingers crossed 

about the situation 12 months 

hence if production maintains its 

present rate or can be stepped up. 
* * * 


| | tgp egtri to Washington indi- 
cate stiffening buyer resistance 
in many lines, but nothing ap- 
proaching a “strike” on a nation- 
wide basis. Some consumer goods, 
mainly luxury and _ semi-luxury 
items, are very definitely off, but 
overall business volume is still hit- 
ting peak levels... . 

There will be a new concerted 





effort to cut down the numerous 
trade barriers of various kinds 
which still impede economic rela- 
tionships between the 48 states. 
Among the most troublesome of 
those still remaining are varying 
regulations on over-the-road trans- 
port, but there are many others, all 
part of a costly, widespread Bal- 


If a special session of Congress 
is called, it won’t be because any- 


| body here really wants it. All spe- 


cial sessions are headaches for 
practically everybody concerned. 
oJ ” + 


ERE have been all sorts of 
varying predictions, but the 
most authoritative sources now are 
pretty well agreed that for a vari- 
ety of reasons petroleum products 
will be in short supply in many 
parts of the country this winter. 
But you can’t get any agreement 
with respect to the precise degree 
of stringency to be encountered.... 
Labor insiders still talk largely 
of an all-out campaign for repeal 
of the Taft-Hartley law, but the 
most realistic among them aren’t 
optimistic at all. In fact, some of 
them will be satisfied if the law 
isn’t made even stronger at the 
next session of Congress. Back- 
firing of the widely-promoted 





when customers start 


getting choosey again... 


remember that 1 out of 


every 2 new car buyers 


in N.Y.C. and suburbs 


(that's every other one) 


reads The New York Times.* 


The New York Times big enough 


If you haven't yet seen the survey that proves this . . . just ask our office in the 


General Motors Building, Detroit, Telephone Trinity 3-3800, to show it to you. At your convenience, of course. 


is your present advertising schedule in 


to sell the most where they buy the most? 








“slave labor” tag has given lead- 
ers a headache, too. 

Air taxi services, shuttling be- 
tween scores of cities and towns, 
are being started by a number of 
wartime flyers. Appeal is to busi- 
nessmen making calls in various 
territories; and emphasis is upon 
extreme flexibility, time-saving and 
personal service; an aerial taxi 
which is completely at the dis- 
posal of the person hiring it by 
the hour or day. 

* + * 

NDUSTRY representatives and 

officials have been discussing 
here way and means of establish- 
ing a program that will permit 
maximum use of natural rubber by 
U. S. manufacturers and at the 
same time assure consumption of a 
sufficient amount of synthetic rub- 
ber to maintain a synthetic indus- 
try. 

In the face of unsettled con- 
ditions in Java and Sumatra, 
world availability of natural rub- 
ber is said to be rapidly ap- 
proaching a point where it is 
reasonable to expect that U. S. 
supplies will be more than enough 
to meet consumption demand. 

In that case, voluntary use of 
synthetics probably would not be 
in sufficient volume to support that 
branch of the industry. Until Con- 
gress passes legislation establish- 
ing a long-term national rubber 
policy, the Office of Materials Dis- 
tribution will continue to set prod- 
uct specifications calling for use 
of synthetics in varying propor- 
tions. 

of * * 

NITED STATES business and 

industry is still being handi- 
capped by the huge backlog of 
Patent Office applications which 
have not yet been acted upon be- 
cause that federal agency is under- 
staffed in highly trained examin- 
ers. Rapid turnover in these spe- 
cialized employes, who are picked 
off in large numbers by business 
itself, which pays far better sal- 
aries than the federal government, 
is the principal reason for years- 
long delay encountered in so many 
cases. 


Gibbons on Top 
L. A. Dealer Leads Ford 


In Labor Volume 


LOS ANGELES. — Notification 
has just been received by the Los 
Angeles downtown Ford dealer, 
Boyd H. Gibbons, that it has as- 
sumed world leadership in labor 
sales volume, surpassing all other 
Ford dealers. 

Announcement was made by Jim 
Roberts, Long Beach zone district 
manager for Ford Motor Co., that 
for the first six months of 1947, 
the Boyd H. Gibbons organization 
had first place in repair labor sales, 
beating nearly 6,000 other Ford 
dealers nationally, and Roberts in- 
dicated that this would include the 
entire world. The nearest competi- 
tor was many thousands of dollars 
behind the Los Angeles dealer. 

Speaking for their team of 160 


| fellow workers, Boyd H. Gibbons jr. 


and his brother Warren explained: 
“Our organization is particularly 


| proud that this leadership was ob- 


tained without overselling. There 
have been absolutely no black mar- 
ket transactions. Our policy has 
been underselling—just the oppo- 
site from high pressure selling. 

“We have grown because of our 
burning ambition to give better 
service than any other Ford dealer. 
We are not content to be average. 
Because ours is a profit sharing 
organization of cooperative part- 
ners, we have maintained high 
ethical standards. 

“Our business is still growing be- 
cause of our sincere desire to help 


|; our customers to keep their cars 


and trucks rolling despite the 
shortage of replacements.” 


| Added Chain Store Tax 


Gets Approval in N. C. 

RALEIGH, N. C.—According to 
a ruling just handed down by Atty. 
Gen. Harry McMullan, “a city or 
town may levy a license tax not 
in excess of $50 on chain or branch 
stores as such, but this limitatior 
does not prevent such city or town 
from imposing upon such stores 
an additional merchants’ license 
tax to be collected from merchants 
generally.” 


‘‘Dealers Tell Me,’’ by John O. Munn, ts 
an open forum for the expression of deal- 
ers’ opinions. 
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STILL DAZZLED 
| a eS ne 
OUT-OF-DATE 
ox “FIGURES?” 
’ 
| Be sure you have today’s facts 
and figures on Philadelphia— 
~ ) wy ee E —  ns 
America’s 3rd market ! - 6b 
a Fog 
Nu 
MEN’S CLOTHING STORES 
Philadelphia Daily Newspapers. Six days only (exclusive of Sunday) 
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if 
Newspapers ... trade-papers ... news-letters report new hY 
YR 
ideas in your business every day — with emphasis on i 
marketing. That’s why it’s vital that you have today’s picture RN 
oe in Philadelphia, where THE INQUIRER holds first place i 
in national and total advertising linage. Philadelphia MW 
prefers THE INQUIRER and this loyalty to THE INQUIRER 
has made it Philadelphia’s PRODUCTIVE newspaper. 
SB 
> 7 ~ ~Tes 
TELt UF IS ASS Bee te Sen wt eee. as. 0e 
* * * 
} on ¢ Cpa Singuirer 
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SUNDAY ...OVER 1,000 000 


NOW IN ITS 14TH CONSECUTIVE YEAR OF TOTAL ADVERTISING LEADERSHIP IN PHILADELPHIA 
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Parts Sales Plans 
Outlined to Buick 
Zone Officials 


FLINT.—Buick’s 1948 parts mer- 
chandising plans were outlined to 
30 Buick zone parts and accessories 
managers by W. F. Hufstader, gen- 
eral sales manager, and other 
Buick officials during a three-day 
meeting last week. 

The meeting, under the direction 
of P, E. McCracken, general parts 
manager, covered all phases of the 
1948 parts distribution, merchan- 
dising, display, packaging and 
sales promotion programs. 

In addition to Hufstader and 
McCracken, speakers included C. 
W. Jacobs, general service man- 
ager; H. J. C. Miller, New York, 
and O. L. Waller, Chicago, assis- 
tant general sales managers; G. H. 
Ruhe, parts and accessories mer- 
chandising manager; Henry Rog- 
ers, superintendent of the Grand 
Blanc master parts warehouse; J. 
S. Saylor, packaging engineer, and 
A. J. Steele, assistant parts and 
accessories merchandising man- 


ager. 
The zone parts personnel also 





1947 BEAUTY QUEENS from Ohio cities posed in a tableau with some of the world’s 
largest tires before exhibiting their charms in the all-Ohio beauty contest held in Akron. 
The huge Firestone tire in the center weighs more than a ton and is used on earth- 
moving vehicles in airfield, superhighway and dam construction. No information was 
available on what the beauties weighed. 


visited the Grand Blanc parts 
warehouse and the Flint manufac- 
turing plants and assembly line. 





Dolan Motor Co. 


Dolan Motor Co., Charlotte, N. 
C., has been organized with capi- 
tal stock of $50,000 to deal in auto- 
mobiles. Principals are R. J. Do- 

B. Irvin Boyle and P. R. 
kin. 


“Please be advised that new truck is 
sold. Thanks a million, will use your ser- 
vice again if necessary.’’—L. G. Steiner, 
Pandora Garage, Pandora, O. 
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*“‘When it comes to oil, there’s nothing like oil in cans. Your 
customers know they’re getting quality. 


“Oil in cans is swell for displays—it helps dress up your 
station. You get quick turnover . . . and there’s no breakage, 
or mess to clean up!” 


AMERICAN CAN COMPANY 


New York ¢ Chicago ¢ San Francisco 


NO OTHER CONTAINER PROTECTS LIKE THE CAN 


GOSH, HENRY, YOU SURE HAVE 
A KNACK FOR TURNING OUT 
ELEGANT FURNITURE ! 


“It pays to do things right, 


1) 
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says Henry 


SURE, EVERYTHING HENRY DOES IS DONE RIGHT ! you 
KNOW THAT FROM THE WAY HE SERVICES YOUR CAR WHENy 
YOU DRIVE INTO HIS SERVICE STATION. HE CHECKS 
EVERYTHING — BATTERY, TIRES, WINDSHIELD, RADIATOR ! 


SAY, THAT'S RIGHT! AND | 
LIKE THE WAY HE SELLS OIL 
—IN CANS! YOU KNOW YOURE 
ay GETTING THE BRAND AND 

<s | QUALITY OF OIL YOU PAY FOR! 
\ 





ATA Sees Record 


2,000 Expected at Los Angeles Convention; 
Ceremonies to Mark Rodgers Retirement 


LOS ANGELES.—With indica- 
tions of a record-breaking atten- 
dance, the American Trucking 
Assns. will launch its 15th year 
of service to the nation’s motor 
carriers at its annual convention 
in the Biltmore hotel here Oct. 
26-30. 

These developments, it was said, 
will highlight the five days of the 
convention: 

Ted V. Rodgers, first president 
of the association when it was or- 
ganized Oct. 1, 1933, and re-elected 
annually since then, will retire at 
special ceremonies on the last day 
of the meeting. 

A new slate of general officers, 
including a successor to Rodgers, 
will be elected by the board of 
directors the same day. ATA’s nom- 
inating committee has named E. 
J. Buhner, president of Silver Fleet 


sessions from Monday through 
Thursday. They include Maj. Gen. 
Edmond H. Leavey, the Army’s 
chief of transportation; E. A. Mat- 
tison, executive vice-president of 
the Bank of America; E. J. Thom- 
as, president of Goodyear Tire & 
Rubber Co., and W. K. Perkins, 
manager of sales for International 
Harvester Co. 

At least 56 of the nation’s safest 
drivers will compete in the finals 
of the National Truck Roadeo for 
the championship awards. Each 
contestant is a state champion or 
a national champion defending the 
title he won at the last roadeo. 

The convention itself will be 
preceded by the annual confer- 
ence of the managers of the 53 
state associations affiliated with 

ATA. 


Sunday morning, International 


Motor Express, Louisville, Ky., for| Harvester Co. will broadcast its 


the presidency. 
Speakers of national prominence 
will address the general luncheon 
























“Harvest of Stars” radio show 
from the Biltmore hotel. A feature 
of the show will be the presenta- 
tion of a citation to Rodgers by 
Peter V. Moulder, executive vice- 
president of the Harvester com- 
pany, commemorating Rodgers’ 
service as ATA president. James 
Melton, Metropolitan Opera star, 
will be master of ceremonies and 
soloist. 

The roadeo semi-finals will be- 
gin Monday morning and continue 
through Tuesday until completed. 
Finals will be held Tuesday night. 

International Harvester will be 
host to convention delegates at 
the first general luncheon Mon- 
day, with Perkins presiding as 
chairman. James Melton will 
sing at the luncheon and the 
Harvester company will premiere 
its color film, “Monarchs of the 
Forest.” 

The final event scheduled for 
Monday is a reception for conven- 
tion delegates, at which Firestone 
Tire & Rubber Co. will be host. 

A business session to be held 
Tuesday includes the first meeting 
of the executive committee. 

Wednesday morning, Fruehauf 
Trailer Co. will be host at a break- 
fast for state association mana- 
gers. The day’s business sessions 
will include meetings of the exec- 
utixe committee, the national traf- 
fic committee, the national com- 
mittee on accounting, the commit- 
tee on industrial relations, the cus- 
tomer relations section, the public 
relations committee, and the safe- 
ty and operations section. 

Goodyear Tire. & Rubber Co. will 
be host at Wednesday’s general 
luncheon, with Wallace Beery, 
screen star, serving as master of 
ceremonies, and Jan Garber’s or- 
chestra playing for the luncheon 
guests. The firm’s president, 
Thomas, will speak on ‘“What’s 
Behind a Truck Tire on the Road.” 

Thursday, the final day of the 
convention, will be devoted al- 
most entirely to the board of 
directors session, at which the 
board will hear the annual re- 
ports of John V. Lawrence, man- 
aging director of ATA, and 
Charles P. Clark, ATA’s treas- 
urer. 

Awards to winners in the 13th 
National Truck Safety Contest, in- 
cluding the ATA trophies, the 
Trailmobile trophy and Electric 
Auto-Lite Co.’s awards, will be 
presented during this session. 

Thursday’s general luncheon will 
feature Mattison, a native of New 
Jersey and a former New Yorker 
who has been in the banking busi- 
ness on the West Coast since 1924. 


White Motor Co. will be host to 
the convention at a cocktail party 
Thursday evening and the conven- 
tion will close at the annual ban- 
quet Thursday night. 

A special program has been ar- 
ranged for the wives of convention 
delegates aside from the receptions 
and luncheons on the regular pro- 
gram. The Goodyear company will 
offer sightseeing trips over Los 
Angeles in Goodyear blimps, while 
Mack Trucks, Inc., will provide 
trips to Hollywood studios and 
nearby beaches. 

The Los Angeles Downtown Mer- 
chants Assn. will sponsor a fash- 
ion show for the ladies on Tues- 
day, with Reo Motors acting as 
host at a luncheon for them the 
same day. 
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il iia Me 


was reborn 


N U M B 


»»e because women acted! 


MAGNET FOR YOUTH — A study by a competing women’s 
magazine shows the COMPANION has a higher percentage 
of younger women readers (ages 25 to 34 inclusive) than 
any other women’s service book. The same survey and 
1946 Starch figures put the COMPANION first among families 
with young children. The COMPANION has first claim on 
women readers during their most active, acquisitive years! 


WOMAN’S HOME 


WHOLE COMMUNITIES DID AN ABOUT FACE — The COMPANION was the 
first national magazine to publicize the now famous Springfield Plan 
for racial and religious tolerance in schools. And what the COM- 
PANION started! Thousands of enthusiastic women campaigned for 
similar plans in communities throughout the country. The article 
itself was widely reprinted — picked up by the press wires and radio 
networks ... even made into a movie. Consistent results like these 
keep the COMPANION’S Public Service Program first in the women’s 


service field! 


And here’s further factual proof that the COMPANION’S vital edi- 
torial policy — as typified by this program — is now paying off: 


COMPANION AS SUPER-SALESMAN! — Many thousands 
of women every month send for ,;COMPANION leaflets, pat- 
terns and house plans offered as aids by the Service Depart- 
ments. In June, for example, 24,782 sales were made at 
prices from 6¢ to $2.00. This in addition to thousands of 
other letters to the editors. Response like this is proof 
again that the dynamic COMPANION is going places fast! 


Average Monthly Circulation More Than 3,700,000 


GOES WHERE THE DOLLARS ARE! — The COMPANION is 
read by the women of America’s wealthiest market areas. 
In the 24 states that lead the country in income (89.45% 
of total), and in retail sales (83.19%) ... the COMPANION 
has a greater circulation percentage than any other women’s 
service magazine. COMPANION readers have more to spend 
— and they spend it! 


COMPANION 


THE MAGAZINE OF PERSONAL SERVICE, HOME SERVICE, PUBLIC SERVICE 
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Dim Steel Hopes Cause 
Ford Iron Output Move 


By A. H. Allen 


DECISION OF FORD MOTOR CO. to rush through the 
construction of a new 1,400-ton blast furnace, with produc- 
tion scheduled by next September—something of a record 
if it is achieved—can be taken to indicate the company is 
convinced the current shortage of flat-rolled steel will be 


of comparatively long dura-@——— esses 
tion, perhaps two or three 
years. 

Decision to go ahead with the 
$18,000,000 program is not one 
which a company, even the size of 
Ford, makes with the snap of a 
few managerial! fingers. It must be 
based on the coldest and most com- 
plete kind of economic study and 
analysis. 

The blast furnace by itself will 
not make any more steel available of steel thereby 
at the Rouge plant, except insofar reduced. Beyond 
as it reinforces the supply of hot|that, a reduced volume of scrap is 









metal or pig iron 
for ‘use in open- 
hearth furnaces 
to make steel. 
More hot metal 
means that the 
proportion of hot 
metal to scrap 
can be boosted 
appreciably and 
the time required 
to process a heat 
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required, and thus Ford will not 
have to go into the open market 
and compete with other steel com- 
panies for the limited tonnages of 
scrap now available. 


The Rouge open hearths cur- 
rently have been turning out 
about 16,000 tons of ingots a 
week, which would mean ap- 
proximately 11,000 tons of fin- 
ished steel, the difference being 
crop ends and other so-called 
“home” scrap which is returned 
for remelting. With the extra 
iron coming in next fall, it may 
be possible to boost ingot output 
by 1,000 tons a week. Some fur- 
ther increase is likely to result 
from the rebuilding and enlarg- 
ing of two or three open hearths. 


Doubling of pig iron production 
will have the further advantage of 
furnishing a steady supply of hot 
metal to the Ford production foun- 
dry, the plan being to devote out- 
put of one of the two older blast 
furnaces exclusively to foundry 
iron. The two present furnaces 
have combined capacity of 1,500 
tons a day, although one of them 
may be forced down at any time 
for relining. 


The purchase of a used rolling 
mill for conversion to an 84-inch 
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skin pass cold rolling installation 
to supplement present rolling fa- 
cilities at the Rouge seems like a 
smart move, since a new mill might 
require two years for construction 
and would cost many times the 
figure paid for the used equipment. 
The term “skin pass” means the 
final rolling operation or “pass” on 
a cold rolled sheet to smooth and 
condition the surface so it will 
have a fine finish for roofs, hoods 
and other body elements. 
* * 


Expansion Planning 

STEEL MILLS now have under 
way expansions calculated to add 
2,500,000 tons to basic steel-mak- 
ing capacity, although many of 
these programs will not become 
operative until next spring. 

Three other avenues leading to- 
ward increasing steel production 
without expansion of capacity are 
being studied. They are, in the or- 
der of present importance, the 
shortening of heat time in open 
hearths by the production of “syn- 
thetic” scrap in bessemer convert- 
ers, for subsequent charging into 


Under the first plan, hot metal 
from the blast furnace is blown 
in bessemer converters to bring 
down carbon, manganese and 
silicon content, and then trans- 
ferred to open hearths—a duplex- 
ing arrangement which greatly 
reduced the amount of scrap 
metal charged in open hearths. 
Normally, when the price of 
scrap is only two-thirds that of 
pig iron, the technique is not 
economically sound; today when 
the price of scrap is higher than 
pig iron, it makes good sense. 

The second method is being used 
on a number of new blast fur- 
naces and greatly increases output, 
although carrying the dangers in- 
volved in putting extra pressure 
on hot metal. 

The final proposal is still in the 
experimental stage and appears to 
have interesting possibilities de- 
spite the fact it is as yet hardly 
practical on a commercial scale. 

+ + * 


Freight Rate Boost 
THE CHAIN reaction touched 


open hearths; pressure blowing of | off last week by the 10 percent 


blast furnaces to accelerate the re- 
duction process, and the use of 
oxygen in open hearths to speed 
up heats. 


neo ttl 


You call on your clutch at every major 
change of speed or direction. Tight- 
squeeze parking at the curb... throttle- 
jockeying in heavy traffic. In stop-and- 
go driving or rolling on the open road, 


it helps a lot when “easy does it!” 


Long clutches respond instantly to 
light pedal-pressure. Since 1922, 
they’ve made it easier to drive millions 


of cars, trucks, buses and tractors. 


LONG MANUFACTURING DIVISION 
BORG-WARNER CORPORATION 
Detroit 12, and Windsor, Ontario 





boost in freight rates is likely to 
flash through the entire manufac- 
turing picture, all the way from 
raw material to finished cars, and 
will certainly mean higher deliv- 
ered prices on automobiles. 


These days there is little incli- 
nation or necessity to absorb in- 
creased costs, so the ultimate con- 
sumer simply will have to pay the 
bill or refuse to buy. 

Disturbing factor is that the 
freight boost is only in the nature 
of an interim increase and prob- 
ably will be followed by a still 
further hike, since the railroads 
have been asking for 25-30 percent, 
and are now being faced with un- 
ion demands for more wage boosts 
and rule changes which will mean 
more featherbedding. The latter al- 
ready has been extended to an al- 
most nauseating degree. 


Bearings Sales 


Reach New Highs 


‘For Peacetime 


NEW YORK —Unprecedented 
new peacetime markets have boost- 
ed the sales of ball and roller bear- 
ings to an average of more than 
$20,000,000 a month during the first 
nine months of 1947, George Carle- 
ton, president of the Anti-Friction 
Bearing Manufacturers Assn., said 
last week. 


This figure represents a 250 per- 
cent increase in annual gross dol- 
lar sales volume above the indus- 
try’s prewar year of 1937, Carleton 
said. The all-time high in dollar 
volume was reached during the 
war when $30,000,000 in bearings 
were shipped monthly during 1944. 

Carleton listed four industries as 
among the chief customers of anti- 
friction bearings, automotive, agri- 
cultural implements, machine tools 
and railroads. The railroads have 
become a major customer since the 
decision by railway engineers to 
equip all new passenger cars with 
roller bearing journals. A move is 
now underway to do the same for 
freight cars and 1,500 roller bear- 
ing equipped freight cars are now 
being built. 

The use of anti-friction bearings 
in some farm machinery, textile 
machinery and machine tools has 
trebled since prewar days. The au- 
tomotive industry continues to be 
the largest consumer, taking ap- 
proximately 50 percent of the total 
ball and roller bearing production. 

Carleton estimated the bearing 
industry expects to achieve a gross 
dollar sales volume of $250,000,000 
for 1947, 


THC to a 
Pullman Works 


CHICAGO.—A $5,000,000 modern- 
ization program for its West Pull- 
man Works, located at 1015 W. 
120th St. here, was announced last 
week by the International Har- 
vester Co. 

John L. McCaffrey, president, 
said two new manufacturing build- 
ings would be erected as part of 
the program. Construction work 
will be scheduled to avoid any loss 
of production in existing facilities, 
he added. 
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“Women are an important factor in all buying matters. 


“Industry is now guided by women’s desires. 
“They exercise a potent influence in styling matters. 


“To their whims, we all must bow.” 


We thank George W. Walker, a well-known industrial designer, for 
these words. 


Mr. Walker, who is style consultant to the Ford Motor Company and 
other companies, says again what America’s leading automotive people — 
manufacturers, designers, dealers— know. 


By advertising on JOURNAL pages, they can tell their story to four and 
one-half million women—the largest women audience in the world! 


Ladies’ heme 
JOURNAL 
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Highways & Safety... 





Driver Training Laurels 
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Offered to States 


ROC NCaENT of the inaug- 


uration of a series of annual | 
awards to states for outstanding | 


achievement in the field of automo- 
bile driver education was made last 
week at the annual breakfast con- 
ference on driver education spon- 
sored by the National Conservation 
Bureau, nationwide accident - pre- 
vention organization. 

Safety and education officials of 
approximately 20 states attended 
the conference, which was held in 
conjunction with the 35th National 
Safety Congress and Exposition, 
and heard Thomas N. Boate, di- 
rector of special services for the 
National Conservation Bureau, an- 


nounce the plan for the new 
awards. 
The awards, in the form of 


plaques and certificates will be 
presented to each state which at- 
tains recommended standards in 
the maintenance and expansion 
of safe-driving courses for youths 








who have reached or shall soon 
reach driving age, Boate said. 
“The objective of the awards is 
to recognize accomplishments in 
the development of high school 
driver education by those govern- 
mental agencies of the various 
states responsible for highway 
safety and public education. More- 
| over, to recognize the monumental 
work of nonofficial agencies in sup- 
port of the furtherance of this 
form of public education.” 
* * + 


oo types of awards will be 
given. They are: 

1, Meritorious Award—to each 
state having a full course in driver 
education in 25 percent of its sec- 
ondary schools and having enrolled 
therein not less than 25 percent of 
the eligible students. 

2. Superior Award—to each state 
having a full course in 50 percent 
of its secondary schools and having 





enrolled therein not less than 50 
percent of the eligible students. 


8. Award for Excellency of 
Achievement —to each state for 
achievements attained in the de- 
velopment of a comprehensive, 
statewide high school driver educa- 
tion program. 

This special award will be 
made at the discretion of the 
judges and will be based upon 
program developments including 
such factors as preparation of 
teachers, percentage of annual in- 
crease of schools teaching driver 
education, percentage of annual 
increase of enrollments in the 
courses, colleges offering credit 
courses. 

State agencies may do their share 
in obtaining this coveted award 
since judging will also be based 
upon such factors as delegation of 
responsibility for cooperative pro- 
grams to responsible state agen- 
cies; recognition by state licensing 
authorities, through waiving of cer- 
tain requirements, for issuance of 
driver licenses in favor of those 
students who successfully complete 
the course, and maintenance of ac- 
cident records of graduates of 
courses by the concerned state 
agency. 

Announcement of the winners of 








ONE OF NADA'’s most important committees is its group on public relations. Its 


personnel, from left to right: S. J. Rogers, Monroe, La.; 
C.; George F. Ziesmer, chairman, Mankato, Minn. ; 
Graves, Detroit; E. Jack Beatty, Denver. 


the awards will be made June 1 
of each year, Boate said. The 
awards for each state will be made 
to its governor. Whenever possible 
the presentation will be in con- 
junction with the close of the aca- 
demic year or in connection with 
an appropriate educational or 
safety conference. 

The National Conservation Bu- 
reau, which is a division of the 
Association of Casualty and Surety 
Companies, has contacted all state 
governors and state officials con- 
cerned with highways, education 
and safety about the new awards. 
Each governor was requested to 
appoint an appropriate official or 
officials to coordinate the reporting 


WHAT HAVE ALUMINUM DUCTS 
GOT TO DO WITH AUTOMOBILES? 





REYNOLD 
THE GREAT NEW ae ALUM I N UM 


INGOT + 


SHEET +» SHAPES + WIRE 


+ ROD + 


UST this—they prove that aluminum, in case after 
case, costs less than the materials you are now 


using when all its advantages are known and capital- 


ized on fully. 


’ 


“Too costly,’ 


said sheet metal contractors when 


first approached by Reynolds on fabricating ducts 
from aluminum sheet. But they discovered that pound 
for pound aluminum offered three times the working 
area of galvanized sheet steel. That its light weight 
made for important fabrication and erection econo- 
mies. So, today, with steel prices up and aluminum at 
an all-time low, the final cost of this premium material 
is actually lower—and they’re getting immediate 
deliveries. What’s more, the customer (a good man to 
remember these days) is receiving, at no extra cost, 


rustproof duct wor 


that will last a lifetime. 


Yes, there are many factors that go to make up the 
true cost of aluminum. Failure to consider them all 
may be costing you the benefits of this modern metal. 
Reynolds technicians will welcome the opportunity 


to work with you in the 
use of aluminum for 
the betterment of your 

roducts and profits. 

or complete informa- 
tion contact your local 
Reynolds Sales Office 
or write Reynolds Met- 
als Company, 2539 S. 
Third Street, Louisville 


1, Kentucky. zoe eos 





The price of aluminum bas gone down 


eynolds became a primary 


producer in 1939. 


BAR + TUBING «+ PARTS + 


FORGINGS + 


FOIL + POWDER 








43. B. Hood, Laurinburg, N. 


Russ Jones, Reading, Pa.; Paul 


of driver education activities for 
his state. 
* + * 


Maryland Gives Old Cars 


One-Dollar License Plate 


THE AUTOMOBILES which first 
supplanted Old Dobbin on Amer- 
ica’s roads and streets are, like 
the veteran horse, going to have 
their own form of green pastures. 
The Maryland legislature, which 
raised license fees on other cars 
at its session this year, wrote a 
special law to cover veteran autos, 
meaning those 25 years old or 
older. 

Owners of these cars will have 
to pay only a dollar a year to 
license them. The owner, however, 
must sign an affidavit that the ve- 
hicle will be maintained solely for 
use in exhibitions, club activities, 
parades or similar uses. 

Thus the veteran car gets a 
break even over the veteran horse. 
Dobbin, no matter what his former 
glory, has few visitors in his quiet 
meadow as he waits out his long 
retirement. But the veteran motor 
car will ride again where flags 
are flying, where there are crowds 
of people, and where it will draw 
just as many eyes as it did when 
it first left the factory, in gleam- 
ing paint and high-wheeled state, 
so many years before. 

a oe 7” 


Tests Extended 


Traffic Jam Causes 
Kicks in Seattle 


Compulsory vehicle safety inspec- 
tion, reinstituted in Seattle last 
month by the Washington State 
Patrol for the first time since be- 
fore the war, ran into a jam (traf- 
fic) and forced the patrol to ex- 
tend indefinitely the Oct. 15 dead- 
line for testing of King County 
automobiles licensed below 10,000. 
the first group called. 

The patrol’s action came after 
widespread complaints arose about 
the long waiting period and blocks- 
long traffic jam created at the 
temporary testing station at Fourth 
Ave. S. and Spokane St. Operating 
five days a week, 8 a. m. to 4 p. m., 
at a 525-vehicles-per-day capacity, 
the station was unable to carry the 
load. 

New state patrol district head- 
quarters and testing facilities, at 
Dexter Ave. and Aloha St., are un- 
der construction and, it is stated, 
will be fully adequate for a stepped- 
up inspection program. It is esti- 
mated that the new station will 
be completed in February. 

* * * 


Wash. Tunnel Not Justified, 


Engineering Report Claims 


Anticipated revenues from a pro- 
posed $20,000,000 tunnel through the 
Cascade Mountains would not jus- 
tify its construction on the basis of 
present figures, according to a re- 
port by the engineering firm of 
Cloverdale & Colpitts as announced 
by Gov. Mon C. Wallgren of Wash- 
ington. 

Although declaring that “this sty- 


|mies the thing for the present,” 


Gov. Wallgren indicated that he 
had not abandoned the idea of a 
bore under the mountains in the 
vicinity of Snoqualmie pass. Such 
a project had been recommended 
to the Washington state legislature 
by Ole Singstad, tunnel authority 
who was employed to survey its 
feasibility. 

Gov. Wallgren said he had not 
had time to study the entire report 
made by Cloverdale & Colpitts, but 
that it indicated belief that tourists 
driving across the state in the sum- 
mer months would not pay tunnel 
tolls, as they would prefer to take 
the more scenic route through the 
pass. The report also said certain 
classes of trucks would be barred 
from using the tunnel. 


SE 
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’ a Getting buyers in 1947 who will repeat their car BH&G families must have cars because they lead 
capacity, purchases in 1950 is one way to be ahead of the suburban lives where a car is as necessary as a house 


arry the ~*~ F 
game when competition gets tough again. (well, almost). 
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Mama's little angel 


“FIRST 
WORD™ 
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Once again a Nash billboard leads in human interest, eye-appeal and lovable 


situation. This poster for October is surely a “little gem”’! 


And Mama’s “‘little angel’s” first word will be well known to millions of 
motorists. From coast to coast .. . in choice locations . . . he will promote 
the interest of Nash dealers. The dealers in turn will accept the public’s 
congratulations, as any proud Papa should. 


Here’s one case of sending a boy to do a man’s job that is definitely 


getting results! 





VOULL BE AMEAD WITH 


Gatad Catd Stace 1902 


NASH MOTORS DIVISION, NASH-KELVINATOR CORPORATION, DETROIT 
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Chicago Area Nash Assn. 
Formed Under Barrow 


Newest of the dealer line organ- 
izations to be formed in the Chi- 
cago area is the Nash Dealers Assn. 
of Cook County, which at its ini- 


of the Florida division in Jackson- 
ville, pointed out that in 18 years 
the company had paid out about 
$1,250,000 in wages and bonuses. 


* * * 


Carrington (N. D.) Motor Co. 


tial meeting elected officers for the | Marks 50th Anniversary 


ensuing year. 
Frank Barrow of suburban Oak 


Park was named as president; H. 


D. Maggio of Chicago, vice-presi- 
dent, and Ed Iversen, Chicago, sec- 
retary-treasurer. Chosen as direc- 
tors in addition to the officers were 
William Haeger and Ralph Scheu 
of Chicago and Fred Leemhuis of 
Evanston. 
* * + 


Daytona Beach (Fla.) Firm 
Observes 25th Anniversary 

About 100 persons attended cere- 
monies st the Daytona Beach (F la.) 
country club marking the anniver- 
sary of a quarter-century of serv- 
ice by Halifax Motors Co., founded 
by Ralph Henson, still a partner 
in the firm. 

Gordon Thompson, zone manager 


The Carrington Motor Co., Car- 
rington, N. D., has celebrated its 
50th year in the automotive busi- 
ness, 

One of the original members of 
the firm, G. A. Skjonsby, is now 
president of the company. 

* + * 


Middletown (N. Y.) Dealers 





Elect Baker Secretary 


Robert H. Baker, owner of 


; George & Robert H. Baker Co. 


(Chrysler-Plymouth), Middletown, 
N. Y., has been elected secretary 
of the Middletown Automobile 
Dealers Assn. 

During the election, Baker was 
nominated and tied for the office 
of president but relinquished the 
position to an older member. He 


was then unanimously elected to 
his present post. 
+ 


Trumbull County (O.) Assn. 
Elects Shively President 


At a recent meeting of the Trum- 
bull County (O.) Automobile Deal- 
ers Assn. the following officers 
were elected: Floyd Shively, Niles, 
president; James Cole, Warren, 
vice-president; Alfred R. Axelson, 
Warren, secretary; C. W. Brittain, 
Girard, treasurer; Ferrel C. Arm- 
strong jr., Warren, trustee, for the 
state association. 

* * * 


Federal Appoints Clement 


Dallas Distributor 


Clement Motors Co., Dallas, has 
been appointed distributor for Fed- 
eral Motor Truck Co., as an addi- 
tional operation to its automotive 
and truck service business. The 
Federal truck distributorship is al- 
ready effective for sales, service 
and parts sales, according to Bill 
Clement, owner. 


A 50 percent expansion of the 
plant is planned immediately. 
Building and shops, now compris- 
ing 5,000 square feet, will be en- 
larged with an addition on adjoin- 
ing property facing onto Bellview 
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The Dallas market area—where no other 
metropolitan newspaper challenges The News’ 
circulation leadership—is less than one-tenth 


of Texas’ area. 


Yet it has nearly one-fourth of Texas’ 


population. 


° Nearly one-fifth of Texas’ farm income. 


It has more rail lines, more highways, more 
automobiles than any other section. And—it is 
growing at record-breaking speed. 






This Dallas-Northeast Texas area is by far 
the most highly developed, richest, best inte- 
grated market area in Texas. And that’s say- 


ing plenty. 


Here is a triple-star market, effectively cov- 
ered by one newspaper of world-famous pres- 
tige and reader acceptance. 


Dallas, and The Dallas News, are vital spots 
in any advertising plan that looks to the great 
Southwest for bigger sales. 
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THE WAR BROUGHT 

¢), A MILLION NEW PEOPLE 
TO—OR THROUGH—THIS 
SECTION. MANY OF THEM 

STAYED OR CAME BACK 


ALLAS MARKET 
And A big Day Ahead! 





THE NEW $150,000 DEALERSHIP of Buxton Motors (DeSoto-Plymouth), Portland, 
Ore. Owned by Gilbert E. Buxton, the new building extends for 160 feet along Union 
Ave. Its white front is decorated with black tile and glass brick and the interior has 
fluorescent lighting throughout. 





St. All operations will be doubled | staffs of Dallas automobile dealers 


and a body and paint shop will be 
added to round out complete truck 
service. 
+ * + 

Cochran on Hospital Board 

Appointment of Paul D. Cochran 
sr., president of Orange State Mo- 
tor Co. to the Tampa hospital 
board has been announced by 


Mayor Hixon. 
* + * 


Lone Star Appoints Lutz 
E. A. Lutz, connected with office 
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for a number of years, has been 
appointed office manager for Lone 
Star Olds-Cadillac Co. 

* + * 


Robertson in Race 
Ellis Robertson, president of the 
New Hampshire Automobile Deal- 
ers Assn., has filed for the Re- 
publican nomination for member 
of the Keene (N. H.) board of 
aldermen. 


+. 7 ” 
Hillman Names Yoes 
Hal Hillman, Portland (Ore.) 


Studebaker dealer, has announced 
the appointment of E. B. Yoes as 
service superintendent in charge 
of two Hillman locations. 

+ * * 


Hanley to Congress? 


Frank A. Hanley, 56-year-old 
Muncie (Ind.) automobile dealer, 
has been nominated for Congress 
by a 10th district democratic com- 
mittee meeting. 

+ + * 


Airport Motor Sales 


John Monahan and Allan Dis- 
cenza have announced the opening 
of Airport Motor Sales, Inc., used- 
car dealer, at 80 Airport Road, 
Hartford, Conn. 

~ 


* * 


Jenrette Sales 


Jenrette Sales & Service Co.. 
Raleigh, N. C., has been organized 
with capital stock of $50,000 to deal 
in automobiles. Principals are J. 
M. Jenrette, J. M. Jenrette jr. and 


Emma L. Jenrette. 
+. o +” 


Leo M. Black Motors 


Leo M. Black Motors, Austin, 
Tex., has been incorporated with 
a capital stock of $100,000. Incor- 
porators are Leo M. Black, Mar- 
jorie Black and Richard H. Einck. 

a 


+ 


R and P Motor 


David L. Reiss and C. L. Page 
have opened R and P Motor Co. at 
20th and Dodge Sts., Omaha, Neb. 
They have together 32 years of 
auto sales experience. 

* * * 


Singletary Sales Chief 


Featherstone Motors, Inc., Col- 
umbus, O., has been granted a char- 
ter. Incorporators are Byron E. 
Ford, Lorraine Elder and Shirley 
Borden. 


* * * 


Reo Distributor Named 


Bill Heil Motors, 250 S. Alamo 
St., has been named distributor otf 
Reo trucks in the San Antonio 


| (Tex.) area by Reo Motors, Inc. 
* of 


* 


I. Goldstein, president of Goldie 
Motors (Studebaker), East Hart- 
ford, Conn., has announced the ap- 
pointment of Robert C. Helander 
as parts manager and Paul Her- 
man as head of the body and paint 
department. Roy H. Dupree has 
joined the company’s sales force 

* x * 


Hyman Mossberg, president ot 


Mossberg Motor Corp. (Kaiser- 
Frazer), 591 Farmington Ave 
Hartford, Conn., has announcea 


the appointment of Paul Bisi a; 
service manager. 
* * * 

Jarrett Hervey has been named 
business manager of the Carsey 

Motor Co., Greenville, Tex. 
+* * * 

J. E. McManaman, one of Bar- 
tow’s top automobile mechanics for 
many years, has joined Bartow Mc- 
tors, Inc., Bartow, Fla., as mechan- 
ical repair supervisor. 

* ” * 

Joe Martin, general manager of 
Ashen Motor Sales in Chicago, has 
been appointed publicity officer of 
Windy City Voiture No. 1241, 40 
and 8, American Legion. 
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Automotive Finance. . . 


Near-Term Outlook 
Termed Optimistic 


By George Deery 
Staff Writer 

PTIMISM about the near-term 

action of stocks predominates 
among analysts of the market. 
They expect further attempts to 
penetrate the September highs and 
like the outlook because of the do- 
mestic business situation. Approx- 
imately a third of the ground lost 
in the July-September decline has 
been regained. 

Poor’s Investment Advisory 
Service this week devotes con- 
siderable space to the outlook for 
automotive companies, which it 
terms “highly favorable.” 

“With demand bound to continue 
strong for an extended period, the 
leading companies, General Motors 
and Chrysler, are obviously in a 
position to handle the new model 
problem with considerable conser- 
vatism,” Poor’s points out. 

“It is a pretty good guess that 
changeovers on the various makes 
will be spread over a considerable 
period of 1948-49. They will begin 
first with their highest priced 
makes. That Ford will move first 
should be no disadvantage to them 
in the present car market, and 
might prove the reverse. 

“Retooling for new models, at 
costs over double prewar levels, is 
a problem to be reckoned with. 
There is reason to believe, how- 
ever, that in some instances, it is 
well along and that costs have al- 
ready been at least partly written 
off. 


+ + . 
OREOVER, the service states, 
i “if these costs are unusual, 


so is the leeway which the com- 
panies have in meeting them, at 
least for the next year or more. 
For one thing, the leaders, as pre- 
viously noted, will spread their 
changeovers through an unusually 
long period. 

“For another, under the indi- 
cated conditions, the amortized 
tool costs, not great per car, cer- 
tainly could be taken out of the 
new cars or added to the price 
thereof. In no industry is there 
greater flexibility of this kind. 
“Reflecting higher prices, dollar 

volume of the automobile makers 
will, of course, set a new peak this 
year. In trucks and in the acces- 
sory field, inclusive of unprece- 
dented replacement business, both 
dollar volume and physical output 
are at new peaks. 

“Estimated earnings for 1947, 
along with other data, are not only 
sharply above the generally poor 
1946 results, but also well above 
best prewar figures in most cases. 
There is every reason to believe 
that there is another year of high 
profits and good dividends ahead.” 


* * * 
Motorola Profit Gains 


In 9-Month Period 


Paul V. Galvin, president of Mo- 
torola, Inc., has announced that 
Motorola sales for the third quar- 
ter ended Aug. 31 amounted to $10,- 
928,692. Net profits after taxes and 
reserves during this period were 
$447,345 which is equivalent to 56 
cents per share of common stock. 


Net sales and earnings de- 
clined during this third quarter 
from the second quarter of this 
year, due primarily to the fact 
that the entire plant was closed 
down during the period of July 
3 to July 21 for a general vaca- 
tion period. 

Net sales for the first three quar- | 
ters of the current fiscal year | 
amounted to $32,060,236 as com- | 
pared with $15,259,169 during the | 
same period last year. Net earn- 
ings after taxes and reserves dur- | 
ing the first three quarters of 1947 
amounted to $1,827,119, which is | 
equivalent to $2.28 per share of 
common stock. 

This compares with net earnings 
after taxes of $222,409, which is 
equivalent to 28 cents per share of | 
common stock during the same pe- 
riod in the 1946 fiscal year. 


In a recent letter to steckholders 
| 








Galvin said, “We are looking for- | 
ward to the last quarter of this | 


year being a record quarter in vol- | 
ume of business done in any civil- ° 


ian quarter in the history of Mo- 

torola. Our heater production, as 

well as home and auto radio, is 

going along at a capacity rate.” 
* * * 


Anderson Obtains Bank Loan; 


Plans New Auto Mirror 


John W. Anderson, president of 
Anderson Co., announced it has re- 
cently closed, with Mutual Life In- 
surance Co. of New York, negotia- 
tions for a 10-year debenture loan 
of a half million dollars to be used 
as working capital in financing its 
expanding business. 


Anderson has advised that the 
full amount of the loan has been 
deposited to the credit of the com- 
pany. He stated that the loan in- 
volves no mortgages on real estate, 
inventory or equipment owned by 
the company, no pledge of receiv- 
ables and no personal endorse- 
ments or guarantees. 

Plans of the company include the 





Auto Stocks 
Oct. 14 Oct. 7 
OCleegalem ........ 65% 60% 
Crosley ......... 9% 8% 
General Motors.. 60% 59% 
ee ee 20% 19 
Kaiser-Frazer 18% 11 
MEAS 8000 dinee 18% 17% 
Packard ........ 5% 5 
Studebaker ..... 22% 21% 
eee 10 914 
Average for 
Nine Stocks ... 24.98 23.59 





early manufacture and sale under 
patent rights of the company, of a 
new type sideview mirror for auto- 
mobiles. He advised that other new 
inventions are under development 
by the company and will follow 
the mirror in production. Some of 
the new inventions will be licensed 
to be manufactured by others. 
+ * 


7 
Four-Wheel Drive Votes 


To Double Capitalization 

An increase of from $3,000,000 to 
$6,000,000 in the capitalization of 
Four-Wheel Drive Automobile Co. 
has been approved by stockholders, 
according to an announcement by 





SKETCH OF NEW BUILDING just erected by Clay Motor Co. (Ford), West Point, 


Miss. It has 14,000 square feet of usable 


space, has a two-story parts department, 


separate locker rooms and showers for mechanics. A separate building is being built 
for exclusive truck service and body and fender work. 


the company from Clintonville, Wis. 
It was also voted to amend the 
articles of incorporation to elimi- 
nate the preemptive rights of 
stockholders. 

Walter A. Olen was reelected 
president for. the 38th consecutive 
year. Other officers elected are D. 
J. Rohrer, former treasurer, vice- 
president; J. A. Driesen, former 
assistant treasurer, treasurer; G. F. 
Richardson, assistant treasurer. 
Other officers were reelected as 
were the members of the board. 


Grizzly Correspondence File 


Available to Dealers 


To assist Grizzly brake lining 
jobbers and dealers in maintaining 
records and simplifying office pro- 
cedures, Grizzly Mfg. Co. has made 
available the all-steel Grizzly Roll- 
away File. The file is especially 
suited as an interim file for cur- 
rent correspondence. Address Griz- 
zly Mfg. Co., Paulding, O. 


You get the best results in our Classified 
Section, inside back cover. 





STAINPROOF... SCUFFPROOF...WEARPROOF 





@ BRIGHT, FAST COLORS, which are part 
of the filament itself, cannot “run” or 
stain. Wide choice cf solid tones and 


attractive patterns. 


@ TOUGH LUMITE, made of Dow’s Saran, 
can’t be scuffed or scarred by luggage, 
bundles, careless feet. It lasts and lasts! 


and now, Gven 
( 






® Good news for car dealers and auto 
seat cover manufacturers! 


LuMITE woven plastic fabrics are now 
free from those annoying shocks caused 


by static electricity. 


Developed by LumitE technicians, this 


@ EASY TO CLEAN. Spill anything on 
LUMITE and it comes off in a jiffy with 
plain soap-and-water or cleaning fluid. 


exclusive feature gives you that final | 
point of superiority to clinch a sale...a 
dramatic “‘extra’’ added to a long list 


of outstanding advantages. Next time, 


@ GLOVE-LIKE FIT. LUMITE’s elastic weave 
guarantees a snug, smooth ft, now and 
later. No bulges, no wrinkles, 


specify LuMITE fabric when ordering seat 
covers from your supplier. 


WOVEN PLASTIC FABRIC for quality seat covers 


LUMITE DIVISION, Chicopee Manufacturing Corp 47 Worth St 
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Used Car Dealer Notes... 


N.J. Begins to Enforce 


24 








crease floor space of existing struc- 
tures now are being investigated 
to determine whether the minimum 
requirement has been met. 
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sign on the Ajax car, which later 
became the small Nash. As experi- 
mental design engineer with Mar- 
mon Motor Car Co., he supervised 
the design of all new engine and 
chassis units including the Mar- 
mon 16-cylinder engine, which de- 
sign was given the SAE award. 
While with Marmon he spent four 
months in Germany and other Eu- 
ropean countries on automobile 
engineering research. 


Goodyear Cites Shively 
For Super Cushion Tire 


Walter E. Shively, manager of 
tire design for Goodyear, was pre- 
sented the gold medal of the Litch- 
field special award of merit in rec- 
ognition of his efforts in directing 
development of the company’s new 
Super Cushion tire, announced in 
August. P. W. Litchfield, Good- 
year’s chairman of the board, pre- 


Perfect Circle Appoints 
Wallace, Jackson in Detroit 


Perfect Circle Corp.’s sales man- 
ager, Robert M. Thomas, has an- 
nounced that William P. Wallace 






































Wm. P. Wallace Robert Jackson 


and Robert Jackson have been as- 
signed to the corporation’s Detroit 
office to fill vacancies in the sales 
engineering staff there. 

Wallace joined Perfect Circle in 


1936 and in 1940 was made super- 
visor of general research, in which | Sented the medal before an assem- 


capacity he was responsible for de- | bly of 1,600 employes in the com- 
velopment of the Perfect Circle | pany’s theater. 

chrome plating process. Jackson| The award to Shively was the 
has been with the corporation since 
1945 as assistant to A. M. Bren- 
neke, chief engineer. During the 
war he was East Coast training 
director of the Allison division of 
General Motors. 


* * * 


Goodall-Sanford Reelects 


Directors and Officers 

At the third annual stockholders’ 
meeting of Goodall-Sanford, Inc., 
the present officers and directors 
were reelected for the 1947-48 fis- 
cal year. Reelected are Elmer L. 
Ward, president and treasurer; F. 
Everett Nutter, executive vice- 
president; William S. Nutter, vice- 
president, and Arthur M. Jones, as- 
sistant treasurer. Directors who 
were reelected are Harold P. Gray, 
Arthur M. Jones, Joseph H. King, 
William C. Langley, F. Everett 
Nutter, William S. Nutter, John F. 
Rich, Cameron S. Thompson and 
Ward. 

In reporting on the general con- 
dition of the corporation, Ward 
pointed out that the anticipated 
progress for the past fiscal year 
had been more than achieved and 
he stated that sales volume for the 
current will be substantially great- 
er. Orders already accepted by the 
subsidiaries Goodall Co. and Good- 
all Fabrics, Inc., warrant this pro- 
phecy, he said. 

* 


Truckstell Names O'Neill 


South Central Manager 


Appointment of Joseph J. O’Neill 
as south central regional manager 
of Truckstell Co. 
has been an- 
nounced by Don- 
ald W. Meyer, 
president. 

O’Neill’s head- 
quarters will be 
in Kansas City 
and he will assist 
distributors and 
and dealers in 
selling and serv- 
icing the Truck- 
stell line in IMlli- 
nois, Missouri, Kansas, Colorado, 
Oklahoma, Texas, New Mexico, 
Arizona and Arkansas. O’Neill has 
had extensive experience in the 
automotive sales and service field. 
He was assistant manager of the 
fleet sales section of the Ford truck 
and fleet sales department before 
joining Truckstell. Prior to that 
he was truck and fleet sales man- 
ager of the Southwestern region 
for Ford. 


little 





Joseph J. O'Neill 


* * 


Spicer Promotes Lewis 


To Executive Engineer 


Reemphasizing the importance 
of engineering in conjunction with 
quality and price of Spicer prod- 
ucts, promotion of Robert P. Lewis 
to the post of executive engineer 
was announced last week by R. E. 
Carpenter, executive vice-president 
of Dana Corp. The appointment, 
effective immediately, carries with 
it full responsibility for all phases 
of design and development engi- 
neering. 

Lewis has devoted the past 27 
years to automotive engineering. 
At Lafayette Motors, he was in 
charge of engine and chassis de- 


fifth to be made for technical ac- 
complishment since the establish- 
ment of the special award of merit 
by Litchfield in 1928. The award 
has been made nine times to Good- 
year employes for conspicuous and 
heroic personal action. 

* + * 


American Bantam Names 


Templeton Eastern Head 


American Bantam Car Co., But- 
Pa., 


manufacturer of super- 
cargo truck trail- 
ers, has. estab- 
lished an eastern 
region with Rob- 
ert E. Templeton 
as regional man- 
ager. 

This region 
covers the New 

states, 
Jersey, 
Maryland, Vir- 
ginia, together 
R. E. Templeton with the eastern 
parts of Pennsylvania and New 
York. 


ler, 





* ~ * 


Hanson Heads Warehouse 


For Buick in Memphis 


C. C. Darby, Memphis zone man- 
ager of Buick, has announced the 


Sure, maybe we have exaggerated a 
some families probably don’t hoard 
their copies of The Boston Globe more than 
a year. But you can bet a codfish cake to 
a dollar that in hundreds of thousands of 
Greater Boston homes each and every 
member of the family reads and relies on 
The Globe seven days a week! Why? Sim- 
ply because this great newspaper gives its 
readers what they want... complete news 
coverage, top columnists, “personalized” 
household pages, a big comic section and 
Boston’s favorite sports section. In other 
words The Boston Globe has what it takes 
to make it Boston’s best-read family news- 


appointment of Lowell A. Hanson 
as manager of the Buick parts 
warehouse. He succeeds J. A. Wag- 
ner, who has been transferred to 
San Francisco. 

* * * 


Stinson Appoints Shaw 


Assistant Sales Head 


Joseph P. Shaw has been ap- 
pointed assistant sales manager of 
Stinson division of Consolidated 
Vultee Aircraft, it is announced by 
William H. Klenke jr., general sales 
manager. At the same time it was 
announced that James C. Everett, 
Shaw’s assistant in his former po- 
sition of contracts manager for the 
sales department of Stinson, has 
been given the position of distri- 
bution manager. 

Shaw has been associated with 
Consolidated Vultee in the capac- 
ity of test pilot and a member of 
the sales staff since April, 1943. 

+ * + 


Holt Joins Hupp 


As Head of Sales 


Harry W. Holt, veteran Detroit 
manufacturing and sales executive, 
has joined Hupp Corp., F. H. Hig- 
gins, vice-president and chief exec- 
utive of Hupp at Detroit, an- 





oe 


“And this is our Family library...” 


paper and Boston’s best buy. 

Smart advertisers who use The Globe 
also know it’s the only Boston newspaper 
with consistently strong circulation seven 
days a week (Sunday circulation increases 


7.3% in the fifteen mile 
market area). They know 


nounced. Holt becomes. general 
sales manager. 

Holt came to Detroit as one of 
the organizers of Bohn Aluminum 
& Brass Co. and until 1938 was 
connected with that company in an 
executive capacity. Subsequently 
Holt was vice-president of Wilson 
Foundry & Machine Co., Pontiac, 


Mich. 
* * * 


K-F Names Fankhauser 


New Orleans Manager 


C. A. DeSmet, supervisor of re- 
gions for Kaiser-Frazer Sales Corp., 
has announced 
the appointment 
of Carl E. Fank- 
hauser as region- 
al manager in 
the New Orleans 
area, 

Fankhauser, 
who has had 18 
years experience 
in the automotive 
field, will set up 
a new regional 
office in New Or- 
leans as the base for the company’s 
operations. 





Cc. E. Fankhauser 


‘‘Dealers Tell Me,’’ by John O. Munn, ts 
an open forum for the expression of deal- 
ers’ opinions. 


SU 


4p 


fe BOSTON GLOBE 


heart of the 
too that The 


Boston Globe is the only newspaper in this 


($2,000,000,000) market with the same 


columnists, editorials, 


features, 


comics 


and household page morning and evening. 
The result: minimum duplication, maxi- 
mum family coverage in the home where 


sales are made. 


Yes, Boston’s best-read is certainly Boston’s best buy! 


MORNING * 


SUNDAY 


The Boston Globe 


EVENING °* 


National Representatives: J. B. Woodward, Inc., New York, San Francisco, Los Angeles Osborn, Scolaro, Meeker & Co., Chicago, Detroit 
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Used Car Auction Prices 


VALDOSTA, GA. 
(Tom Hewitt Auto Auction Sales. Auc- 
tions every Friday. Prices are for Oct. 10.) 
BUICK 
"46—4 door, $2,375. 
’36—2 door, $730. 
CHEVROLET 
*48—Pickup, $1,875. 
"47—FM 4 door, $2,100. , 
*42—2 door, $1,050. 
*41—4 door, $1,275. 
’89-——Coupe, $775. 
DE SOTO 
’47—Custom convertible, $2,500. 
DODGE 


'46—4 door, $2,100. 
’389—4 door, $600. 
FORD 
*47—Coupe, $2,050. 
*42—2 door, $1,075. 
*41—2 door, $1.25. 
'40—Pickup, $775. 
HUDSON 
"46—4 door, $1,500. 
MERCURY 
'47—Convertible, $2,450. 
’41—2 door, $1,300. 
OLDSMOBILE 
'46-—(6) Club coupe. $2,075. 
PLYMOUTH 
’47—4 door, $2,175. 
46-2 door, $1,625. 
*41—2 door, $1,025. 
STUDEBAKER 
"47-—-Land Cruiser, $2,550. 
WILLYS 
‘47—Station wagon, $1,650. 


BIRMINGHAM, ALA. 
(Dixie Auto Auction Sa‘es) 
(Sales held every Monday and Friday. 


NASH $1,430; FL 4 door, $1,600 
a 3 ou, tg oe coupe, $1,045. 
. . - oor, "414 oor, $1,020; 
E. W. McElroy and R. A. Wildrep, man- OLDSMOBILE $950; station wagon, $1,020. 
agers. Doc Liles, auctioneer. Prices are '47—(8) 4 door, $2,325. '40—2 door, $750 
for Oct. 6.) ’42—2 door, $910. DE SOTO 


BUICK 
"47—Super 4 door, $3,750. 


'41—2 door, $875; 4 door, $1,350. 


’40—4 door, $840. 
*39—4 door, $600. 
CHEVROLET 


’47—-FL 2 door, $2,300; FL 4 door, $2,- 
210; SM 4 door, $1,830; SM 2 door, $2,- 


DODGE 
*46—2 door, $1,900. 


*41—4 door, $850; 2 door, $775. 


*B9—4 door, $720; 4 door, $600. 


"B8—4 door. $575. 


LINCOLN 
’41—2 door, $900. 
’40—Coupe, $760. 


$2,000; convertible, $2,200 


"41—(78) 2 door, $850. 


PACKARD '46— 75; 
46—2 door, $2,105. ean 1900" ge agape 
'42—2 door, $980. *41—Custom 4 door, $600. 
38—2 door, $545. DODGE 

PLYMOUTH ’47—4 door, $1.975; 4 door, 


'47—Business coupe, $1,750; coupe, $1,- 


800; 4 door, $2,080; 2 door, $2,150. Power wagon, $3,400. 


*46—4 door, $1,725. 


070. F PONTIAC ’42—Business coupe, $875; 

'46—FL 4 door, $1,960; FL 2 door,| (47—(8) 4 door, $2,400. 4 door, $925. 

900. 46—(6) 2 door, $2,260; 4 door, $2,000. *40—4 door, $830. 

’42—4 door, $1,000; 2 door, $800. 4 door, $010. $1,100; 4 door; $700; FORD 

*41—2 door, $750; 4 door, $850. ‘oor, "“47— ‘ 

'40—4 door, $1,005; 2 door, $750; 4] "40-2 door, $1,000 000; club coupe, $1596; 2 dex siete” 
door, $1,610. “a. £0038 GE DEBAKER '46—Pickup, $1,050: 2 door. $1,525: 

37—Coupe, aunveted . Staiot an: o—- $1,775; 

J ; pickup, $1,010. 

'46—2 door, $2,100. ALBANY, N. Y. *42—C & C (new motor), $460; 2 door, 

'42—New Yorker a evnvertibte, $1,380. Sales held Mondays. Tim Anspach, man- | $790. 

'41—2 door, $1,000 ager. Telford Chambers, auctioneer. Prices '41—Convertible, $925. 

‘in pe SOTO are for Oct. 6.) seene FRAZER 

'47—Custom oor . "47—4 d 2.060 ; ‘ 

'46—2 door, $2,010. ’47—RM 4 door, $2,700; Super 2 door. aoe neon” na 


$2.525; Super 4 door, $2,685; convertible. ’46—4 door, $1,350; Commodore 4 door 


$2,970. 31,435. 
*46—Super 2 door, $2,025; Super 2 ’40—2 door, $560. 


FORD nat $2,250; Super 4 door, $2,200; RM LINCOLN 
’47—2 door, $2,101; 4 door, $2,050; con 2 door, $2, 275 ; Super 2 door, $2,250. '47—4 door. $2,900. 
vertible, $2,100. 4 door, ’31, 225; 2 door, $1,350. ’46-—4 door, $2.050. 
'46—4 door, $1,675. ‘41—2 door, $1,225; 2 door, $925. MERCURY 
42—Convertible, $910; coupe, $1,275. 40—4 door, $950; convertible, $1,000;| °47—4 door, $2,100. 
’41—4 door, $790; 4 door, $825; 2 door, convertible, $700. '46—2 door, $1,320. 
$1,075. CADILLAC NASH 
*40—Coupe, $990; business coupe, $775; "46—(62) 4 door. $3,200. ’46—Ambassador 4 door, $1,460. 
4 door, $660. CHEVROLET ’41—Coupe, $940. 


’47—SM 2 door, $1,920; FL 2 door, $2.,- 


OLDSMOBILE 
150; FL 2 door, $2,110; SM club coupe, ; 


"47—(76) 4 door, $2,350 





House & Garden & Car 





personal property 


including yours The house —a landmark. 


The garden—a perennial showplace. 


The car—part and parcel of the picture. 


This is the pattern among House & Garden’s top families 


who set the pace for thousands of others. Make your cars 


—their cars...and their influence will work for you. 


@ 1947 THe conve NAST PUBLICATIONS INC 


$1,900; sedan delivery, $1,670; SM 4 door, 


’46—Sedan delivery, $1,425; panel truck, 


business coupe, 


’47—Custom 4 door, $2,350. 
Custom 4 


$2,175; 


4 door, $820; 


$1,525; 2 
2 door, 


















"46—(76) 4 door, $1,925. 
’40—4 door, $900; 2 door, $750. 
PACKARD 


’48—Convertible, $3,700. 
PLYMOUTH 
’47—4 door, $1,985; 4 door, $2,000; 
club coupe, $2,025. 
’46—Convertible, $1,825; 4 door, $1,550 
"42—4 door, $800. 


’41—-2 door, $550; coupe, $900. 
’40—2 door, $600. 
PONTIAC 
'47—2 door, $2,550; 4 door, $2,250; 


door, $2,175. 


door, $1,800. 
*42—-2 door, $850. 
’41—2 door, $1,000. 


STUDEBAKER 
’47—Champion club coupe, $1,850; Com- 
mander 2 door, $1,850; Land Cruiser, 
$2,300. 
’42—Champion 2 door, $760. 
’40—Champion 2 door, $335. 


CONCORD, MASS. 


(Concord Auto Auction Sales. E. LeRoy 
Cox, manager. Auctions held every Mon- 
day. Prices are for Oct. 6.) 

BUICK 


’47—Super 2 door, 7a 
’41—2 door, $1,125; 4 door, $1,125. 
'86—4 door, $215. 

CHEVROLET 

°46—FL 2 door, $1,760; 4 door, $1,310 

’42—2 door, $960. 

*41—4 door, $1,010; 2 door, $975; 1%- 
ton C & C, $200; 1%- ton C & C, $175; 
2 door, $1,085; 2 door, $925. 

’40—4 door, $870. 

’B89—2 door, $600; 2 door, $585. 

’B8—Business coupe, $530. 

’37—4 door, $300. 

DE SOTO 

’47—Convertible, $2,800. 

’B7—4 door, $150. 

DODGE 

*46—Pickup, $1,010. 

’42—4 door, $735. 


FORD 
’47—4 door, $1,850; 2 door, $1,800. 
’46—Club coupe, $1,500; 2 door, $1,550 


’42—4 door, $900. 
*40—-Station wagon, $1,135. 
’39— Convertible, $335; 4 door, $485. 
’87—Club coupe, $525. 

HUDSON 
*41—4 door, $650. 

INTERNATIONAL 
’41—Three-quarter-ton stake, $525. 

LINCOLN 
’41—Zephyr 4 door, $550. 

MERCURY 
’47—Convertible, $2,350; 4 door, $2,050. 
’39—4 door, $500. 
NASH 

2—(600) 4 door, $800. 
*41—2 door, $735. 
OLDSMOBILE 
’41—(76) Club coupe, $1,150; 


,050. 
*37—2 door, $385. 
PLYMOUTH 


’47—-Club coupe, $2,075; 4 door, $1,775. 
’46—Club coupe, $1,645 
*41—Coupe, \ 
’88—2 door, $505. 
WILLYS 
'47—Jeep, $1,075. 


DURHAM, N. C. 
(Durham Auto Auction, Homestead Sa’es 
& Service. J. B. Leathers, manager, and 
C. W. Mills, auctioneer. Auctions every 
Thursday. Prices are for Oct. 2.) 
BUIC 


2 door, 


’47—Super 4 door, $2,900; Super 2 door, 
$2,775. 

*46—Convertible, $2,600. 

’42—4 door, $1,350. 

’41—4 door, $1,400. 

’40—4 door, $950. 

CHEVROLET 
’47—SM 2 door, $1,705; FM club coupe, 


’42—4 door, $1,275. 
*41—-2 door, $1,050; 4 door, $1,350. 
’41--4 door, $1,400. 
‘40-4 door, $950. 
CHRYSLER 
'46—Highlander 4 door, $2,200; Royal 
4 door, $2,050. 
’41—Royal 4 door, $825. 
FORD 
’47—Club coupe, $1,980; 2 door, $2,000; 
4 door, $2,125; pickup, $1,560. 
’46—Club coupe, $1,640; 2 door, $1,600. 
*40—4 door, $1,006. 
MERCURY 
’41—4 door, $1,100. 
*40—Convertible, $675; 4 door, $700. 
YMOUTH 
"47—4 door, $2,155; 4 door, $1,875; 
club coupe, $2,150. 
*42—-2 door, $1,005. 
’41—4 door, $950. 
’40—4 door, $700. 
OLDSMOBILE 
’47— (76) 4 door, $2,500. 
’41—2 door, $1,050. 
"40—4 door, $700. 
PONTIAC 
’47—(8) 4 door, $2.700; (8) 2 door, 
$2,350; (6) 2 door, $2,360. 
’46—(8) 4 door, $2,200. 


*41—(8) 4 door, $950; (6) 2 door, $1. 
070. 
STUDEBAKER 
’47—-Champion 4 door, $2,000. 


PHILADELPHIA, PA. 
(Ed. Hough Auto Auctioneers) 
(Cars listed below sold during week of 


Oct. 7.) 
BUICK 
’47—Convertible, $3,150. 
’40—Super 2 door, $1,100. 
CHEVROLET 

’47—-Club coupe, $2,125; ocnvertible, 
$2,105; 2 door, $2,200; sedan delivery, 
$1,660. 


’46—FL 2 door, $1,980. 
*41—-Club__ coupe, pa 100; club coupe, 
$1,000; 2 door, $1,210 
40—2 door, $925 ; 2 door, $1,150. 
*36—2 door, $485. 
CHRYSLER 
’41—-Windsor 2 door, $950. 
’40—Royal 2 door, $1.000. 
’88—Royal 4 door, $635. 
DODGE 
’46—Custom 2 door, $1,800. 
’41—Pickup, $900. 
"40—Panel, $650. 
(Continued on Page 29, Col. 1) 


club coupe, $2,375; club coupe, $2,185; 2 
’46—4 door, $1,510; 4 door, $1,900; 2 
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*40—4 dor, $1,020; 
890. 


2 door, $960; 4 door, 


'46—FM 4 door, $1,725; 


2 door, $1,660; | $1,245. 



























, $750. $890. 4 door, $1,700; 2 door, $1,770; 4 door, *40—Club coupe, $1,000; 2 door, $900. 
° 2 "88—2 door, $425. $1,820. ’*389—Coupe, $815. 
se ar uction rices _ PACKARD *36—4 door, $160. *B7—4 door, $425. 
door, $2,000; (Continued from Page 28) 10 — Convert GOUTH ‘“-4 doer, a shite ease Spohr a dese, 91.508. 
, '47—Club . $2,100; , $1,700. R 
$ door, $1,550. '88—2 door, $000. oD a a Sree: 6 deer, 108. a door, $1,078. coupe, $ ee oe sbODGE “412 doce nies eet sta 
$900. ’47—2 door, $1,800; 2 door, $1,950. | ’36—4 door, $310. —t cover —— 9735; 2 4 FORD pickup, $2,000; club coupe, $2,250; 4 door, 
’41— Station wagon, $910; 2 door, $850; | FORD $790. 4 door, § & COGE, WISN; vers 46-—2 door, $1,475; 2 door, $1,620. eS don eo, 2 p neg io q 
‘on oa | '47—2 door, $2,140; 4 door, $2,005; 4| ” 399 door, $685; 4 door, $625; 2 door.| ‘41-4 door, $1,020. dour, 15) 6 en, ee a 
foot, Sed = ~~ yd | Ss" $2,080; 2 door, $2,010; 2 door, $1.- | $610; 4 door, $540: coupe, $500 LINCOLN $1,950: 2 door, $1,880; 2 door, $1,675; 3 
ee ee eT ; j |” '37—2 door, $370; coupe, $285. '46—Coupe, $2,000. door, $2,150. 
LINCOLN ’46—2 door, $1,810; convertible, 3 740: oae 
89 x '34—C 100. MERCURY 42—2 door, $1,870; 2 door, 230; 
ne acs  «£ | convertible, $1,800; 4 door, $1,750; + | wma“ '46—4 door, $1,685. coupe, SLOTS; stb comes, G1IBK 
412 door, 31.750. | ee ee. 2 door, $1,658. gof7-© 4 door, $2.875+ (8) Convertib'e | “88—Coupe, a « 41—2 door, $1,150; club, coupe, $1,195; 
a '41—2 door, $950; 4 door, $930; 2 door, ; . . : 47—4 door. $1,720. $1,000; 2 door, $1,160; club | $1,130. 
'40—Club coupe, $950. | $905. Com comms, 05,080; 2 Sees, 92,100; OLDSMOBILE club coupe, S180; 2 door, $1,220. 
OLDSMOBILE *40—2 door, $620: 2 door, $585. (6) $2,100; station wagon, $1,725. Convertible, $3,000 ne "$526; ean. ‘aan, 
2 '46—(78) 2 door, $1,825. '89—9 door, $825; 2 door, $700; 4 door '42—(8) 4 door, $1,140. 40—(00) 0 dene, 81.000 ates 2 door, $815; 2 door. 
$1,850; Com- ’41—-Station wagon, $1,275. $610; 2 door, $555; 2 door, $500. ‘| *41—(6) 2 door, $825; (8) 4 door, $720. 429 door, $1,225: (98) 2 door, $1,-|4 (= oor, $960; oor, $1,040; 4 
wand Cruiser, *40—2 door, $660; 2 door, $1,020. "97-9 door. $735: G dnor. $380; 2 door, '40—2 oe, pd 4 a ih 60. 2 b ’ ; ’ , "36-—Prekup geno; 2 door, $180; 2 
38—4 door, $470. $325: coupe, $280, 36—2 door, ; oor, . PACKARD door, $690 ; ’ ace ’ “ 
0. PLYMOUTH PRAZER STUDEBAKER '88—4 door, $875. 36-2 door, $018; 2 door $645; 2 door, 
5. '47—Club coupe, $2,010. '47—4 door, $2,000 '47—Commander 4 door, $2,500; 2 door. PLYMOUTH $795: 2 door, $600. , 
’46—2 door, $1.645; 2 door, $1,660. oor, $2, , $2,340; Champion coupe, $1,710. 47-—4 door, $2,010 eT —-C > e510: . 90s. 
ASS ’42—2 door, $1,160. HUDSON '46—4 door, $1,345. 49-4 door, $1 ‘ORO. coupe, CH miverat 
Len E LeRoy ’41—Convertible, $850; 2 door, $1,185; *42—2 door, $810. 424 door, $1.016; 2 door, $1,005. 50.4 door, $700. '47—4 door, $8,150 R 
i every Mon- 2 door, $1,166. -. * LA SALLE ’41—Coupe, $870; coupe, $770; 2 door ’ "PONTIAC '46—4 door, $2,375; 4 door, $2,250 
en coupe, $880; 2 door, $875; 2 ’40—4 door, ar $725. '41—2 door. $1,165. 45-4 doe $1,100. , $2,250. 
door, '87—4 door, $540. STUDEBAKER '41—4 door, $1,075. 
30—2 door, SO TIAC LINCOLN TOLEDO, OHIO "47—Champion 2 door, $1,890. Poa Se coro 
= '42—(8) 2 door, $1,250. '40—4 door, $800. (Doe Grenier) '41—4 door, $925. '46—4 door, $2,130. 
'41—(8) 2 door, $860. a on C Ca Cah Eade cnneh | ‘00-Gusen wrgen, Gate wiih: 
door, $1,310 ‘Cima Ge cos, CU et-~4 deer, GETEE: 4 ror, 17 /  " “"‘BuIcK ; cai '47—1¥%4-ton, $1,950; 14-ton, $2,010. 
™ '42—4 door, $1,100. Det A 7 NASH si aca ’46—Super 2 door, $2,250; 2 door, $2.- OKLAHOMA CITY ’46—Pickup, $1,550; 4 door, $2,000; club 
r, $975; 1y% '41—2 door, $985. ' 260; RM 4 door, $2.25. (A. L. Pollock, manager, Auctions held | coupe, $1,960; 4 door, $2,075; 4 door, $2,- 
> & C, $175; 41—Club coupe, $826. *41—Convertible, $1,810. Wednesdays. Prices are for Oct. 8.) 200; coupe, $2,075. 
INDIANAPOLIS OLDSMOBILE CADILLAC BUICK '42—4 door, $1,200. 
’47—(66) 4 door, $2,225. ’46—(61) 2 door, $3.050. ’47—2 door, $3,180; 4 door, $2,760. ’41—Pickup, $930; coupe, $795; coupe, 
— tauutens ae SThureda Saas R. V '42—(76) 2 door, $1,180. CHEVROLET 42—4 door, $1,350. $830, 
Martin, auctioneer = listed "are for ’41—Club coupe, $1,075; convertible, $1,- "47—SM 2 door, $2,000; club coupe, $2.- *41—Club coupe, $900; 4 door, $1,240; 40 -Pickup. $535. 
Oct. 9.) : 065. 195; 4 door, $1,950; 2 door, $2,250. $ door, $1,115; club coupe, $1,230; 4 door, (See AUCTIONS, Page 32, Col. 3) 
BUICK ee Parr a me a aa ee ae _ —— see ae 
’47—Super 2 door, $2,955; convertible, 
$3,000; 2 door, $2,900; 4 door, $2,775. 
"46— Super 4 door, $2,400; 4 door, $2,- 
380; 4 door, $2,350; 2 door, $2,350; 4 
door, $2.335; station wagon, $2,325; 2 
. $1,800. door, $2,315; 2 door, $2,310; Special 2 
door, $1,550 door, $2,125. 
’42—-2 door, $1.230. 
*B8—Phaeton, $800. | 
loor, $485. "B7—2 door, $615. | e 
CADILLAC 
'46—(61) 4 door, $3,025. 
CHEVROLET 
L "47—-FL 2 door, $2,310; 4 door, $2,280; 
. $525. 2 door, $2,260; 2 door, $2.240; 2 door, 
” x . . . 
age on eat ae a eons, Wh every merchandise field in which men do the 
"46—FL oot, wens door soe ee E 1 hi 1] f d 
or, $2,050. FM 2 door, $1,915; FL 4 door, $1,770 . as Ses 
a 4 door, $1,625; SM 2 door, $1,600; 2 door, buying— automotive, clothing, sports— you n 
$1,525. ; : i 
'42—Club coupe, $1,270; convertib'e. The Seattle Times carrying the advertising load, 
| $1,230 ; 2 door, $1,170; 2 door, $1,025; 
2 door, $950. ° ° t ° . . 
50: 8 dew, ek hie sei been. BOs -@ doing the job! Prove it to yourself: Check Media 
door, $910. ° ° ° 
'40—2 door, $895; 2 door, $800. records any time. It will show The Times ’way 
’39—2 oa $705. 
5 "B89 0. ‘ =— , 
ene ‘37-2 door, $390, out in front in lineage in all departments — both 
CHRYSLER ; t 
se ee ee local and national. You can’t sell Seattle without 
'46— Windsor convertible, $2,300; Royal ’ - 2 
4 door, $2.100; Windsor 4 door, $2,100. The Times. You can sell Seattle with The Times! 
" "B7—4 door, $390. sero 
a : DE 
mooeed Site ’47—Suburban, $2,750. 
anager, an ’46—Suburban. $2,310; 4 door, $2,205. 
tions every *41—-Coupe, $715. | 
’37—Coupe, $370. | 
‘ DODGE 
uper 2 door, ‘ee te ee nope “ 


club coupe, 
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Holt Continues as President... 
Joint Action on Resales 


Ruled Out in Texas 





AT NASH MOTORS’ headquarters, sales executives were all smiles as they posed for 
this picture with August Osterlund, president of August Osterlund, Inc., Newton Center, 
Mass. Osterlund, who has been a Nash dealer for 23 years, was visiting the Nash ad- 
ministrative offices in Detroit for the first time. Left to right, J. W. Watson, eastern 
regional manager; H. ©. Doss, vice-president and general sales manager; B. C. Ander- 


son, assistant general sales manager, and Osterlund. 


Cleaner Said to Speed 
Car Paint Drying 


A new all-purpose cleaner re- 
cently developed by Universal 
Products of America at Canton, 
O., is cabled Kem-Kleen. 


Producer claims Kem-Kleen, 
used before cars are repainted, will 
speed drying time of the new job. 
Available now, 15-ounce jar has 
$1.25 retail price. 


You get the best results in our Classified 
Section, inside back cover. 








(Continued from Page 1) 


nearly 800 dealers who attended 
the annual convention of the Texas 
Automotive Dealers Assn. here last 
week. Various proposals from the 
floor calling on the association to 
take steps against the gray market 
were rejected by the delegates. 

The dealers heard themselves 
praised for unselfish vigilance as 
a powerful state group in behalf 
of the public weal and they 
heard renewed warnings to keep 
that vigil against what most 
speakers described as a grow- 
ing threat at home and from 
abroad against encroachment of 
insidious, un-American philoso- 
phies. 

Declaring that the only assur- 
ance this country had of effectively 
combatting the spread of dictator 
ship and Socialism in Europe is 
to place qualifying restrictions on 
private loans to private interests 


there, George Romney, managing 
director of the Automobile Manu- 
facturers Assn., warned that Amer- 
ica is threatened by increasing 
spread of Socialistic doctrines at 
home. ’ 

Atty. Gen. Price Daniels of Texas 
stressed the need for America to 
keep spiritual pace with its sci- 
entific ingenuity to help avoid self 
destruction through new war 
weapons. He, like Romney, opposed 
sending Europe food for promulga- 
tion of American ideals, but con- 
ceded the humanitarian need. He 
lauded the auto dealers for pa- 
triotic service in maintaining war- 
time transportation. 

Bob Deo, general counsel for 
NADA, promised the dealers that 


the next Congress to clarify some 
clauses in the wage-hour law de- 


fining a retailer. Pointing out that 


the 25 percent wholesale sales ex- Ra 
emption still was the subject of outa 
some confused rulings and opin- 

ions, Deo said he believed that Con- 

gress would be convinced that au- N 
tomobile dealers are local busi- 
}nessmen and essentially are _ re- 
| tailers. 

Deo urged dealers to make pe- 
riodic six-month checkups to as- 
sure that wholesale volume did 
not exceed the 25 percent limita- 
tion and also that dealers report 
investigations or suits by wage- 
hour authorities to the end that 
the NADA legal department 
could help protect them against 
any decisions or rulings contrary 
to accepted precedents. 

W. G. Schick, manager of dealer 
relations for GMAC, exhorted deal- 
ers to sell their time sales plan 
vigorously rather than _ sacrifice 
this source of profit to interests 
which, he said, in normal times 
did not devote great attention to 
automotive finance. He urged 
training sales organizations to pre- 
sell the individual dealer’s program 
and to use the service to build 
good will, primarily by building 





Ralph Carney, Wichita, Kan., 
vice-president and sales manager 
of Coleman Co., lamp manufactur- 








METER had a right to be burned up 


If FATHER had read the instructions, 
this highway tragedy would never 
have happened. 


Or maybe we're being too hard on 
father. After all, he only had words to 
go by. In his day, they hadn’t discov- 
ered the power of pictures to put ideas 
across, 


But PARADE has discovered it in no 
uncertain terms. With PICTURE 
POWER at work, the readership of 
editorial subjects in PARADE consis- 
tently hovers around the high 70’s, 
80’s, even 90’s. 


And look what this does for the ads— 


You ought to be in pictures... in 





In a comparison of Starch reports for 
all 49 identical ads that ran in PA- 
RADE and the other syndicated Sun- 
day Magazines during the first half 
of 1947, PARADE ranked first in 
readers per dollar in 44 of the 49... 
ran a close second in the other five. A 
representative check of weekly and 
women’s magazines placed PARADE 
first in every case. 


That’s PICTURE POWER. Father 
could have used it to good advantage. 
Now it’s yours for the asking ... at a 
price, of course, but mighty low for 
more than 442 million circulation in 
and around 21 premium markets. 


ED KIMBALL + JAY HAMMEN + 3975 Penobscot Building, Detroit 26, Mich. * CHerry 8186 





local prestige. thre 
provisions would be pressed before Unsee — ing 


er, flatly told the dealers that they 
would not be prepared for the sell- 
ing job that is to come. He warned 
that the buyer’s market in the auto 
industry would come, whenever it 
does, more rapidly than they be- 
lieve. 

He added that the automobile 
trades are “going to be softer 
than the rest around the selling 
muscles” because the industry 
has been slower than others in 
catching up. 

A warning that dealers should 

not be overcome by the appear- 
ance of a large amount of money 
and credit today, but should pre- 
pare for normal times by lining up 
a dependable source of credit for 
the future, was given by Paul Mil- 
lians, vice-president in charge of 
research and development for Com- 
mercial Credit. 

Lt. Gov. Allen Shivers of Texas 
told the convention that “There 
must be strong public demand be- 
fore taxes can be reduced but with 
the help of public pressure it can 
be done, even though the legitimate 
expenses of state government, for 
instance, will go up from year to 
year.” 

*‘What’s He Right About?’ 
Discussing the subject, “Is the 

Customer Always Right?” Henry 
G. Weaver, director of the cus- 
tomer research staff of General 
Motors, declared that “all our 
lives we’ve been hearing the slo- 
gan that ‘the customer is al- 
ways right,’ but prior to the 1930's 
it never seemed to have occurred 
to anyone to go out and check up 
and find out just what the cus- 
tomer is right about.” 

“My work in the field of con- 
sumer research is concerned with 
that problem,” Weaver said, “but 
in a broader sense it’s a matter of 
learning more about human nature 
—what people think—what they 
like and what they don’t like, not 
only as regards the product but as 
regards the merchandising proce- 
| dures and services surrounding the 
| product. 
| The Texas dealers selected San 
| Antonio for their 1948 meeting 
place and amended their by-laws 
| to change the meeting time from 
the customary spring session to a 
date between Sept. 1 and Nov. 1. 

The change was recommended by 
the board because of the record 
turnout for the current fall meet- 
ing attributed to the favorable 
weather and because of the con- 
tinuation of John M. Holt of Abi- 
|lene in office as president for a 
full calendar year. 

Holt succeeded Irvin W. Walls 
of Dallas after his resignation 
last May to preclude tenure be- 
yond the one-year period follow- 
ing postponement of the conven- 
tion from May because of the 
Texas City disaster. The board of 
directors which names the offi- 
cers decided at this convention 
| to defer selection of a new offi- 
| cial staff until possibly spring. 

Walls was formally commended 
| by the convention for his services 
| during the OPA regime as a mem- 
ber of the National Industry Ad- 
visory Board. Retiring NADA Di- 
rector J. N. Mitchell of Waco was 
praised for his long service in be- 
half of the Texas dealers. t 
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Rank & File Remains Quiet... 


Nash, GM Pacts Hailed 
As Labor Peace Sign 


(Continued from Page 1) 


proving relations, General Motors, even to the point of urging work- 
voluntarily granted 15,000 skilled| ers to pay more attention to un- 
maintenance men a wage increase ion affairs. 


of five cents an hour. It was also| Behind all this is the hope that 
ducting preliminary discussions | /°rr ational election next month, 

ith the union on a proposed pen- , 
pes the new leadership will be of a co- 
sion plan. operative, rather than an obstruc- 
tionist nature. But no labor rela- 
tions director is overly optimistic. 

+ + * 


bhp new Nash contract does not 
affect the wage agreement 
which expires next May. Company 
officials confirmed the outline of 
the main points released by Rich- 
ard Lindgren, Local 72 president, 
as follows: 

1. Provisions for a voluntary pay- 
roll checkoff for union dues, in 
conformity with the Taft-Hartley 
act. 


2. A “no liability” clause under 
















T= developments, indicative 
as they were, still did little to 
dispel the concern felt by the in- 
dustry over the basic issues in the 
UAW elections. 

Management men explained that 
Communistic control of local un- 
ions, coupled with Communist- 
sponsored opposition to production 
increases or so-called “speedups,” 
threatens to emerge as an impos- 
ing obstacle to output operations 
in the future. 

While much of the current union 
bombast over “speedups” is dis- 


which the company agrees not to 
sue the union or union members 
for wildcat strikes or other con- 
tract violations. This exemption 
from Taft-Hartley prosecution 
parallels the immunity clause in 
the new Ford contract. 

3. Company agreement to nego- 
tiate on union demands for a pen- 
sion program at least two months 
before the expiration of the wage 
agreement next May 20. 

Approximately 5,000 workers are 
covered by the Kenosha agreement, 
which was ratified unanimously at 
a Local 72 meeting. 

The General Motors raise for 
maintenance workers is designed 
to correct inequities which arose 
when the War Labor Board set 
wage scales, it was explained by 
Harry W. Anderson, vice-president 
in charge of personnel. 

Anderson said that both the 
UAW-CIO and the United Electri- 
cal Workers-CIO agreed that the 
maintenance adjustments “shall not 
form the basis for any claim by 
them for increases for any pro- 
duction employes, tool and die em- 
ployes, or any other employes.” 

* + * 


T= verbal exchanges in the 
UAW campaigning, meanwhile, 
took on a viciousness which both 
factions likened to the turbulent 


“Homer Martin days.” Martin was 
president of the auto workers dur- 
ing the 1937-38 organizing drives. 
He later was expelled from the 
union on charges of being a “paid 
company spy.” 


Right-wingers, headed by UAW 
President Walter Reuther, flatly 
accused the left-wing leadership of 
“lying” in charging that Reuther 
& Co. were advocating “speedups” 
in automotive production. 


Reuther declared that the Com- 
munist party had supported in- 
centive pay systems after Russia 
entered the war in 1942, but now 
“has completed a vicious circle” 
in reverting to an anti-“speedup” 
position. The UAW president said 
he had not altered his “long- 
standing” opposition to piece- 
work and incentive pay. 


Reuther also denied that he had 
urged Studebaker workers to adopt 
a@ company proposal for a pay 
bonus plan linked to achievement 
of a specified production rate. The 
plan was rejected recently by the 
membership of Studebaker Local 5 
at South Bend. 


George F. Addes, UAW secre- 
tary-treasurer, denounced Reuther’s 
statements as “vicious, fraudulent, 
personal and hysterical red-bait- 
ing.” Both unionists were in Bos- 
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ton last week attending the na- 
tional CIO convention. 
* 7 * 


Mest amusing statement pro- 
duced in the campaign to date 
is that Senator Robert A. Taft, co- 
author of the Taft-Hartley law, 
would ask Reuther to be his run- 
ning mate in seeking the Republi- 
can presidential nomination next 
year. 


The statement was broadcast as 


|a “prediction of things to come” 


by Drew Pearson on his nation- 
wide radio broadcast. Reuther im- 
mediately replied: 

“This fantastic story was plant- 
ed by the newly hired publicity 
agent of George F. Addes and 
R. J. Thomas (UAW vice-presi- 
dent) in an effort to influence 
UAW delegate elections now in 
progress.” 

It was virtually impossible last 
week to get an accurate picture 
of results so far in the local union 
elections of convention delegates. 
Each of the UAW factions claimed 
a heavy majority of votes from 
those locals which have chosen 
their delegates. 


‘‘Please be advised that new truck is 
sold. Thanks a million, will use your ser- 
vice again if necessary.’’—L. G. Steiner, 
Pandora Garage, Pandora,-: O. 


missed as hogwash, several execu- 
tives in the industry have expressed 
fear that leftist elements will actu- 
ally attempt to block planned pro- 
duction increases when the plants 
are ready to institute them. 

For that reason, one of the 
clauses in the new Nash contract 
is regarded as extremely signifi- 
cant. 

In return for a company prom- 
ise to do its utmost to stabilize 
the assembly line work week, 
Nash will agree to hear union 
recommendations concerning pro- 
duction and working force when 
increases or reductions are 
needed. 

Paul M. Russo, a UAW assistant 
regional director, told members of 
Nash Kenosha (Wis.) Local 72 at 
the ratifying meeting that he con- 
sidered this clause one of the most 
important in the contract. 

Rather than oppose any produc- 
tion boost as a “speedup,” Russo 
said union negotiators had warmly 
greeted a Nash disclosure that it 
hopes to double production when 
steel supplies warrant. The union 
acclaimed the plan, Russo said, 
because it would mean an enlarged 
working force. 
* 























this news from Kenosha 

is construed as an optimistic 

sign in itself, management officials 

generally are skeptical about the 

outlook in those plants where Com- 

munists and party-line followers 
wield strong influence. 

Leaders of Nash locals are mid- 
dle-of-the-roaders, it is pointed out, 
whereas out-and-out Communists 
are entrenched in such big locals 
as Ford Rouge Local 600 and De- 
troit East Side Local 155. Whether 
the latter locals would “welcome” 
& proposed boost in production 
rates is a matter of doubt. 

That is why the management 
side of the industry is showing 
interest in UAW electioneering, 
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Opportunities 


for the right people in the right places 


WITH THE NAPA JOBBER FRANCHISE 


If you are debating whether to set up a jobbing busi- 
ness of your own—if you are wondering, perhaps, 
how to make your present jobbing business more 
secure and more profitable—it will pay you to in- 
vestigate the NAPA Jobber Franchise. 


There are desirable jobbing territories in various 
sections of the country where the NAPA Franchise 
is open. That the trade in these territories will 
welcome the superior service the NAPA Jobber is 
able to give is proved by the experience of more 
than 2,000 other NAPA Jobbers. 


Tas NAPA Franchise offers advantages which are 
not duplicated elsewhere in the industry—advan- 
tages which have been developed and proved in 
more than twenty years of practical operation—in 
good times and bad—in peace and at war: 


@ A single source of supply, giving overnight service or 
better, on the majority of your requirements of service 
parts, materials and supplies. 

®@ Substantial savings in buying, receiving, stocking and 
clerical costs. 

@ Nationally-known lines, with quality assured by the 
NAPA Seal—known to repairmen everywhere through 
NAPA’s long-established advertising program. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION 


Detroit 1, Michigan 


NIAIPA\ 


@ Uniform system of Stock Regulation and Obsolescence 
Prevention, on all NAPA lines, insures better service— 
protects against loss. 


®@ Service, operating and sales programs that function for 
the success of your complete business. 


Based on this combination of advantages is a well- 
organized, smoothly working system of operation 
which lifts a tremendous burden of detail from the 
jobber’s shoulders, and provides a dependable guide 
to sound operation and management. 


The NAPA Franchise is not a substitute for good 
business sense, ambition, or energy. But the record 
of NAPA Jobbers shows that it enables the com- 
petent operator to realize a greater return on his 
investment of time and money. 


The NAPA Jobber does not walk alone. He shares 
in the strength and support of a great national 
business organization. 


For complete information on the opportunity af- 
forded by the NAPA Franchise, consult your near- 
est NAPA Warehouse, or get in touch with this 
office directly. 
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Property Law Up 


For Ruling in Pa. 


HARRISBURG, Pa.— Accepting 
original jurisdiction in a suit in- 


volving the constitutionality of 
Pennsylvania’s new community 
property law, the state supreme 


court has scheduled the case to be 
heard in Philadelphia on Nov. 10. 

Involved in the litigation are 
three Philadelphia attorneys and a 
Philadelphia 
with the state expected to join in 
defending the act’s validity. In fil- 


insurance company, | 


AUTOMOTIVE NEWS, OCTOBER 20, 1947 


ing the case with the supreme 
}court in Pittsburgh, attorneys for 
|the plaintiff and defendant asked 
|the high state court to assume 
original jurisdiction “for the good 
of the people of the common- 
wealth.” 


Benson’s Osage Motor Co. 

The Benson’s Osage Motor Co 
of Houston, Tex., has been char- 
tered by the secretary of state. 





| Capital stock was announced at 
| $20,000. 





American leads the way 
in Experience 


© IN PASSENGERS CARRIED 

© IN FLIGHTS FLOWN 

© IN PASSENGER MILES FLOWN 
e IN DC-6 SERVICE 

e IN NUMBER OF AIRCRAFT 

e IN ENGINEERING RESEARCH 
e IN PERSONNEL TRAINING 

e IN TESTING AND INSPECTION 


A 


AMERICAN AIRLINES 


Attention! 


GOVERNMENT SURPLUS 
BRAND NEW IN ORIGINAL BOXES 


~ $6950 


SALE PRICE F.0.B. DETROIT 
Original Price $142.00 


5” Universal Chuck 
20 RPM 
386 RPM 
60 RPM 


K. O. Lee Company Model 
D300S REAMER DRIVE com- 
plete with 40 to 1 gear ratio 
speed Reducer; 1/3 H.P., 115- 
volt, General Electric 60-cycle, 
single phase, 1725 R.P.M. mo- 
tor with hand switch; 5” two- 
jaw universul chuck, 5/8” key- 
less drill chuck and 28” end- 
less “V” belt. Shipping weight 
109 pounds. 


Large step cone pulleys 
driven by a “V” belt, provide 
three speeds from which the 
operator may select. The mo- 
tor adjustment lends itself to 
quick and easy changeover 
from one speed to the other. 


5/8” Drill Chuck 
680 RPM 
1300 RPM 
2000 RPM 


Knock-out Reamer Drives are designed for both production and maintenance work. 
They are not only built to drive reamers, but for honing, burnishing and miscel- 
laneous polishing operations as well. Garage mechanics or workers on the production 
line find unlimited use for the K-O Reamer Drive. 


Knock-out Reamer Drives are equipped with hand and foot switches, thus permit- 


ting the operator maximum convenience 


of operation. The unit is compact and 


complete, and will pay its way over and over in any production plant, maintenance 


shop or home workshop. 


AMERICAN MACHINERY & STEEL CORP. 


RAndolph 8822 


Detroit 26, Michigan 





529 E. Jefferson 


| gine performance plus economical 








THE AUTOMATIC mixture regulator, de- | 
veloped by Leo V. Jones, Phoenix, Ariz., is | 
sald to step up the performance of auto | 
engines and certain types of plane power 
plants. 


New Regulator 
For Motors Said 
To Slash Costs | 


PHOENIX, Ariz.—Improved en- 





operation and increased power may | 
be just around the corner for the 
automobile driver through a de- 
vice being perfected by Leo V. 
Jones, 5219 N. Central Ave., Phoe- 
nix. 

Jones has developed a compact 
automatic mixture regulator—| 
which is said to step up the per- 
formance of automobile engines 





and certain airplane engines. 


Many years of research and 
study were spent by Jones in de- 
veloping his device. Two other Ari- 
zonans, Lee Holtsnider and Carl 
Ward, aided him in the project. 


Jones said the regulator auto- 
matically mixes and vaporizes air 
and gasoline in the correct propor- 
tion and regulates them when 
there is a drop in barometric pres- 
sure due to a change in tempera- 
ture or altitude. He has applied 
for a patent on the invention. 


Among the things which Jones 
says his system can do: 


1. Automatically regulates the 
amount of air admitted to the en- 
gine in accordance with differences 
in altitude and temperature so that 
the mixture, after leaving the car- 
buretor—and before entering the 
cylinders—is regulated in the prop- 
er ratio of gasoline to air for cor- 
rect combustion. 


2. By means of an automatically 
operative valve, admits additional 
gasoline directly into the manifold 
when the manifold pressure in- 
creases due to atmospheric condi- 
tions, acceleration or heavy load 
conditions. 


To use the Jones system, the car- 
buretor may be of any standard 
type, and the carburetor has to be 
altered only to accommodate two 
fittings used with the system. 
When once the device is installed 
and adjusted, it requires no fur- 
ther attention from the driver. 
Jones stated. 


Auctions 


(Continued from Page 29) 


FORD 

’47—Club coupe, $2,355; 4 door, $2,270 
| pickup, $1,800; club coupe, $2,210; 1% 
| ton truck, $1,815. 

°46—2 door, $1,805; 2 door, $1,660; 2 
door, $1,710; 2 door, $2,250. 

"42-2 door, $1,100; 4 door, $950. 

’41—Pickup, $500; club coupe, $980; 4 
door, $910; 2 door, $905; 4 door, $1,010; 
2 door, $1,230; convertible, $1,065; panel, 
$1,500; 2 door, $1,600. 

’40—2 door, $1,020; 2 door, $1,070; 4 
| door, $1,060; 4 door, $1,105. 
’*89—2 door, $860; 2 door, $780; 4 door, 











| $640; 2 door, $900; 2 door, $1,040. 
| *B8—2 door, $530; 2 door, $505; coupe. 
| $435. 
’87—2 door, $620; 2 door, $575; 4 door, 
$320. 
FRAZER 
"47—4 door, $2,675. 
MERCURY 
’46—Club coupe, $1,800; club coupe, 


$2,070; club coupe, $2,100. 
’40—2 door, $850. 
NASH | 
’46—4 door, $1,610. | 
’40—4 door, $700. 
OLDSMOBILE | 
*46—Club coupe, $2,150; 4 door, $2,225: | 
door, $2,250. 
*42—4 door, $1,010. 
’41—-Club coupe, $895. 
*38—2 door, $750. 
’37—Business coupe, $460. 
PACKARD 
’41—(110) 4 door, $920. 
’40—4 door, $750; 4 door, $875. 
PLYMOUTH 
*41—2 door, $4,000. 
’87—4 door, $600. 
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COLLINS & AIKMA 


CORPORATION 


200 MADISON AVENUE, NEW YoRK 16 ,N-Y. 


Quantity 


PRODUCTION 


GREY 


of 
IRON CASTINGS 


iP 
* 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 


PRO 


DUCTION FOUNDRIES 


t. 
«Tt 
i 


ESTABLISHED 1866 


THE WHELAND COMPANY 


MAIN 


CHA 


HARD TO GET HUDSON PARTS 
Hudson Parts Available on All Models. 


OFFICE AND MANUFACTURING 


FOUNDRY DIVISION 


PLANTS 


TTANOOGA 2, TENNESSEE 


We Ship Anywhere. 
& 


Shaps Hudson Motors 


3737 Broadway 


Factory Distributor 
Bittersweet 2220 





Chicago, Ill. 
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(Eprror’s Note: Because of deal- 
er interest in incentive plans, we 
are printing below the text of a 
talk by John J. Fassitt, president 
of Foss-Hughes Co., Philadelphia, 
in which he told the recent Tri- 
State Convention at Atlantic City 
of his 26 years of experience with 
such plans. Fassitt is a Ford 
dealer.) 


This talk on incentive pay can 
best be divided into three parts: 

1, What is incentive pay? 

2. Who can use it? 

38. How it can be used. 

Here is my definition: Incentive 
pay “is a device whereby intelligent 


management is able to multiply its | 


profits and divide its responsibili- 
ties.” 

If we accept this definition, it 
must be apparent that by adopting 
incentive pay in our organization, 
we are giving our employes nothing 
except an opportunity to share the 
profits with management, these in- 
creased profits being produced by 
the organization through more 
thoughtful and intelligent coopera- 
tion. 

Production and profits must be 
the goal of all business enter- 
prises. There is no future for us 
in dividing in a different manner 
the same production. 

There must be a great future in 
providing for a better division of 


more and more production and | 
any of you be| 
interested in going further along | 


profits. Should 


these lines, I suggest reading James 
Lincoln’s book, “Incentive Pay,” 
published by McGraw, Hill & Co. 


This book describes the 25 years 


of success of the Lincoln Electric | 
Cleveland, through continued | 


Co., 
application of incentives. 

One point Lincoln emphasizes is: 
Be sure you are right before you 
start; consider all factors; take 
plenty of time before acting, then 
never when you have once started 
reduce your method of compensa- 
tion. 

If a reduction is made you have 
started not incentive pay but what 
the unions call the speedup and to 
which they quite properly object. 


Anyone Can Use 
Incentive Pay 


ANYONE who works solely for | 


himself, works exclusively insofar 


as financial awards are concerned | 


on incentive pay. The days he 


doesn’t feel like working or works | 


inefficiently he pays himself in ac- 
cordance with his production. All 
the awards and all the losses are 
his. 

Hence, incentive pay starts with 
a one-man organization. I don’t 
know where the limits can be 
placed at the other extreme. Lin- 
coln Electric has approximately 
2,000 employes. 

Jack & Heintz, another Cleve- 





Driver Cabs and Station Wagon 
Bodies for Jeep Vehicles 
$136 
FOB Oleveland, Ohio 
immediate Delivery Anywhere in U.S.A. 
STATION WAGONS INO. 


6619 Euclid Ave. 








SET A NEW 
IN 


STANDARD 
SAFETY AND 
EFFICIENCY 
with 
HYDRAULIC 
Tow Bars and Trailer Hitches 
by 


TOW-MASTER 


Tow-Master Corp. 
1111 N. Clark St. Chicago 10, Tilinois 





Cleveland 3, Ohio | 


26 Years of Incentive 


‘Fassitt Tells How to Make It Work for Benefit 
Of Management and Employes 


land concern, during the war in 
spite of much that was published 
criticizing their efforts, made 
more of the articles they pro- 
duced for the war effort at less 
expense to the government for 
each unit produced than many of 
its competitors and at the same 
time paid their associates much 
more per hour worked, all 
through the continuous applica- 
tion of various forms of incen- 
| tives. 

The Bundy Tubing Co. of Detroit | 
over a year ago, due to increased | 
| costs, reached a conclusion to close 
;one department employing about 
three-quarters of its workers. Be- 
|fore this was done a plan was 
worked out between the company, 


by savings in production costs 
were split 50-50 between the com- 
pany and its employes, with the re- 


more per hour than they were ask- 
ing for and through increased pro- 


| the employes and the union where- | 


sult the employes are now earning | 


duction the company is making 
profits. Everyone is satisfied. 
oe, eS 


Fassitt’s Experience 
| Dates to 1921 


THE experience of our company 
| with incentive pay goes back to 
1921. If you don’t mind, I will take 
a minute of your time to tell you 
how it all started. Our business be- 
| gan in 1905. It was profitable from 
the start. 

Each year our volume increased 
greatly as did our profits and at 
the end of each year I had the 
privilege of hearing from our sales 
manager, our service manager, our 
office manager, our used car man- 
ager. Each individually probably 
| sincerely believed that he contrib- 
uted more than anyone else to our 
success, and hence, was entitled to 
|}a salary increase. 

It was difficult to deny these 
pleas. The profit was there—the 
arguments were sound. 

On the other hand, it was 
equally apparent that at some 
point less successful years would 
be encountered—a constantly in- 
creased payroll would eventually 
reach dangerous proportions. The 
future of the company would be 
jeopardized. 

_ So we called this executive staff 


| 
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volume of advertising 


%& Largest number of four-color advertisers 
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NOW COMPARE HOUSEHOLD’S LOWER 
COST PER 1,000 READERS 


| gil a opty of NOUSEHOLD 
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of ours together, explained these 
facts to them, and added to the ex- 
planation the all too true fact that 
our factory did not guarantee the 
management any salary or profits 
whatsoever but only the right to 
pay for the cars and trucks they 
shipped us before we got them 
and a chance to make a profit if 
everything went well. 

Based on these known facts, we 
told our staff that we liked them 
all, appreciated their work, hoped 
they would stay with us but that 
if they stayed with us for the next 
50 years they would never have an- 
other salary increase. 

From now on out they and we 


the owners would get our compen- | 
sation largely through the sharing | 


of profits which would be mutually 
produced through our joint effort. 

That was 26 years ago. The plan 
then put in effect has stood the 
test of time, has carried us through 
good years and bad—war and de- 
pression. Never has any one of our 
staff challenged its fairness nor 


complained of results. 
* 


Here’s Other Side 


Of the Picture 
HERE’S another point: Many of 
us in this very room last February 


during the NADA convention heard 
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Lee Moran’s excellent talk on fac- 
tory-dealer relations. One point he 
brought up was the security of the 
dealer’s franchise — owned by the 
factory —cancellable on short no- 
tice — goodwill built up through | 
years of fair dealing lost. 

Not much encouragement to the 
dealer to plough back profits for 
future growth, knowing that on his 
death or retirement much could be 
lost. All of this, of course, has a 
measure of truth. But let us look 
at the other side of the picture. 

There has never been, in my 
opinion, a surplus of intelligently 
operated dealerships. No factory 
is likely to cancel one, and if any 
such cancellation did occur other 
factories would be eager to sign 
it up. A strong organization built 
up as a team thoroughly familiar 
with all the problems of the deal- 
ership, standing ready at time to 
successfully continue. Surely any 
factory will be glad to go along 
with such a setup. 

Incentive pay promotes. the 
growth of such an organization. It 


| lends itself to a further step if de- 
| sired, permitting the purchase of 


the stock of the company. Such a 
plan can fairly protect the original 
owners of the business—equitably 
rewarding such ownership for all 

(See INC sENTIVE, _Page 34, Col. 5) 
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productive. 


% Largest issue in our history in number of pages 


XQ response, he HOUSEHOLD'S history oe 
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ES, HOUSEHOLD is putting on new 
clothes ... stepping ahead and maintaining 
its recognized leadership in the small city 
and town market. With its November issue, 
HOUSEHOLD continues its action-getting 
program of Idea Planned editorial pages... and 
with major improvements in format and 
design, readers are finding it even 
more stimulating ... advertisers, even more 
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Anderson, Romney Agree .. . 


Sellers’ Market Dying, 
Conn. Dealers Told 


(Continued from Page 1) 


group insurance plans, promotion 
of workers within the company and 
clear policies concerning work and 
working conditions as a means of 
cutting down turnover of workers. 

Romney, who recently returned 
from a European tour, stated that 
current foreign attitudes bode ill 
for revival of a healthy two-way 
trade when conditions return to 
normal. Present limitations on Eu- 
ropean highway use by the differ- 
ent governments, through curbs on 
vehicle imports and bans on gaso- 
line use, have increased distribu- 
tion costs of industrial products, 
he said. 

Albert T. Brothers, of Bridge- 
port, succeeded Raymond D. Gill- 
mor as president of the associa- 
tion. Also elected to office were 
Martin J. O’Meara, Hartford, first 
vice-president; Maurice J. Leonard, 
Willimantic; Ernest F. Ross, New 
Haven; Lester Govain, Hartford; 
Frank Bradley, New Haven; James 
Simpson, Willimantic, and Abe 
Bender, Bridgeport, second vice- 
presidents. 

New directors elected to office 
included Gillmore; George Flint, 
Ansonia; Fred Noble, Stamford; 
Henry Schaller, New London, and 
J. J. Cooley, New Haven. 


Mechanics. 


(Continued from Page 1) 

As a result, labor committees for 
the dealers remained steadfast in 
their refusal to conduct further 
negotiations or mediation with the 
striking union — Garage Workers | 
Local 415. 


HE dealers have contended that 





Local 415 no longer represents 
a majority of the shop workers. | 
They cite the collapse of the walk- 
out as evidence. 

Attorneys for the dealers have | 
asserted that their clients will | 
negotiate with any union which 
is shown to be representative of 
a majority of employes. 

Two independent unions have al- 
ready taken action under Michi- 
gan’s new labor law to demand 
bargaining elections at several of 
the dealerships involved. One of 
the unions claims jurisdiction at 
the two Ver Hoven Chevrolet deal- | 
erships, while the other is seeking 
bargaining rights at four Ford con- 


| 


cerns. 
Philip Weiss, chairman of the 
state labor mediation board, asked 
dealers to submit prestrike payroll 
records so his agency could pre- 
pare a list of eligible voters. 
Ernest Goodman, attorney for | 
Local 415, charged that the two) 
petitioning unions were “company 
unions” and said he would fight any 
new bargaining elections as a test 
case of the Bonine-Tripp labor act. 
Goodman admitted that the 


strike was “being broken,” attrib- 
uting this to the temporary in- 
junctions against mass picketing 
which Detroit courts granted 
after the violence in August and 
Se 





Show-cause hearings on petitions 
to make the injunctions permanent 
were adjourned to Nov. 10 last 
week. 


The enrolling of 187 members 
in recent weeks brought the to- 
tal membership to an all-time 
high of 1,103, an increase of 101 
over the total of last year, the 
association reported. 

Other convention speakers in- 
cluded Col. L. B. Yost, assistant 
director of General Motors public 
relations; Charles F. Kelley, Con- 
necticut’s deputy motor vehicle 
commissioner, and Gov. James Mc- 
Conaughy. 

The president’s annual report, 
read by Gillmor, disclosed that 
more than 2,000 veterans are learn- 
ing automotive trades in Connecti- 
cut under the GI apprentice pro- 
gram. 

Gillmor called for cooperation 
between automobile dealers and 
manufacturers and public offi- 
cials in “long-range programs 
that will allow continued expan- 
sion of motor vehicle production, 
sale and use when normal com- 
petitive conditions return.” Vol- 
untary cooperation, he said, is 


American industry’s answer to | 


demands for governmental con- 
trol. 

Robert Pringle, association treas- 
urer, reported on the group insur- 
ance plan worked out by a com- 
mittee of the state association. The 
statewide organization will under- 
take the program which is expect- 
ed to include more than 2,000 work- 
ers, he said. 


Romney said the curbs on high- 
way use are but one of the in- 
numerable examples of government 
restrictions that many European 
nations are accepting, in the be- 
lief that they are averting the far 
more inefficient and debilitating re- 
strictions of complete regimenta- 
tion under Communistic regimes. 
He continued: 

“Entirely apart from the long 
term considerations of the Mar- 
shall plan, the immediate press- 
ing need is to tide the masses of 
people over the forthcoming win- 
ter. If they keep getting hun- 
grier, if millions literally starve 
as they easily could, this coun- 
try’s hope of saving foreign na- 
tions from being engulfed in 
Communism will be dim indeed.” 

Turning to the domestic picture, 

Romney told the dealers that in 
spite of the continued steel short- 
age, preliminary figures for the 
first three quarters of this year 
show production running at the 
earlier forecast annual level of 4,- 
700,000 vehicles. Among his recom- 
mendations were: 

‘1. Sound programs of highway 
construction and maintenance. 

“2. Ever increased effort toward 
greater highway safety, including 
driver training in the schools. 

“3. Resolving of the congestion 
and parking problems. 

“4. All possible reduction in the 
ever increasing costs of operating 
automobiles. 

“These are fields in which there 
is ample room for both automo- 
bile dealers and manufacturers to 
cooperate with public officials and 
private groups to the end that the 
public interest in highway trans- 
portation is better served,” he said. 





A GOLD MINE FOR CAR 
DEALERS LOOKING FOR 
EXTRA PROFITS NOW! 


low, due to new car shortage 
and making profits by han- 


Car dealers, whose profits are 
—are holding their salesmen 


dling new, small auxiliary car—not competitive with ma- 


jor line. 


A small two-passenger and a delivery model available. 
Sells around $500. Very small parts department required. 
Good production. Quick deliveries. 

IT’S A GOLD MINE—if your territory is open. 

Write Box AN-7, AUTOMOTIVE NEWS for complete 


story. 





Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Same Week Jan. 1 dan. 1 
Ended Week Ended Total to to 

Oct. 18, 1946 Oct. 11,  Oct., Oct. 19, Oct. 18, 

1947 1947* 1947 1946* 1947* 
GENERAL MOTORS . 29 27,101 71,414 615,872 1,107,534 
GROUNGEOS  ccccvcstconss 18,814 13,781 13,770 35,296 242,570 529,947 
MES -.ci0% Uevee'ns ov 6,107 5,365 5,965 15,130 100,653 212,236 
ESS re 4,401 4,683 3,450 10,141 84,361 170,603 
Oldsmobile .......... 3,884 3,553 3,916 9,463 69,827 151,130 
Sa 1,384 956 same 1,384 17,961 43,618 
CHRYSLER .......... 4,089 11,890 10,618 24,162 443,971 599,379 
UNDUE Sicicsedscwe 2,124 5,364 2,083 198,749 276,412 
ie 951 3,357 5,073 9,161 141,748 174,434 
MEE cbcseessceses 828 1,861 1,628 $,004 62,231 81,849 
cCneyvbteacnece 186 1,308 1,834 3,062 41,243 66,684 
DE caéus beet ocuveves 16,786 14,346 17,026 . 44,130 336,517 570,345 
ES uevi covebeet eeu 12,874 11,381 18,053 338,726 277,688 455,196 
Se ss0sséGe ators 8,249 2,577 3,280 8,643 49,916 92,456 
SE cb bh vkwe bi6 6.0 663 388 693 1,761 8,913 22,693 
KAISER-FRAZER 3,846 378 4,272 10,418 2,742 102,145 
ED Fiveses di detes. 1,987 181 2,155 5,127 1,337 53,330 
SE ae 1,859 197 2,117 5,291 1,405 48,815 
STUDEBAKER ........ 2,804 2,261 2,786 7,278 53,602 93,896 
POE eehee Vie disstiee’s 1,944 2,052 2,016 5,200 73,343 88,958 
ROE sce dveccoseess eens 2,368 were .... 70,809 87,433 
SEED Sovce cece sis 1,248 1,446 1,254 2,500 29,346 40,346 
EE We Cotwoe'se Vee 712 ‘we ¥ 675 1,840 ---. 25,828 
SEE Svcd evsesesad 443 254 496 1,275 2,315 165,209 
Total Cars, U. S. .... 61,457 63,288 66,244 168,217 1,528,517 2,731,073 


Station wagons. *Revised. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 

















Week w Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 18, Week  Oct.11, Oct., Oct. 19, Oct. 18, 
1947 1946 1947* 1947 1946* 1947* 
CHEVROLET .......... 7,844 7,169 7,394 18,259 198,259 241,358 
WEE: ocx o4bcbuendwekes 4,768 6,188 4,396 11,978 148,303 231,513 
ee ere 3,516 3,238 3,399 8,915 100,054 140,563 
INTERNATIONAL .... 3,269 2,797 3,280 8,489 90,813 123,347 
WOMENS. baits ess <cses 1,782 1,128 1,819 4,481 56,383 67,344 
STUDEBAKER ........ 1,360 584 1,336 3,500 $2,753 52,734 
i <cv deen cancent sews 1,594 1,088 1,553 4,062 21,804 48,757 
DEE 0 stab eeedenawess 428 ee 891 1,037 8,241 16,708 
ED 60s Maneeeedesdvadte 514 340 533 1,261 12,314 16,454 
Me. Ateewesseess wus 437 8359 420 857 9,558 14,719 
DIAMOND T .......... 333 239 339 739 6,161 13,051 
i ere 264 132 271 671 4,898 8,033 
PE haisedewsids ses Pee 145 Pann ocnnal 2,602 2,917 
3 98 Lae 95 244 ‘ieee 2,520 
Us 464 710 468 1,209 21,395 18,023 
Total Trucks, U. S. .. 26,671 24,117 25,699 65,752 703,538 998,536 
Total Cars, Trucks, 
re Geri tee rot peearse be 88,128 87,400 91,943 233,969 2,232,055 3,729,609 
Total Cars, Trucks, 
Cie aamaee cs wes 5,842 2,875 5,711 14,896 116,807 202,091 


Grand Total, Cars and 
Trucks, U. S. and 


Four-Wheel Drive, Sterling, etc. 


Chrysler Units 


Output Off to 88,128 


(Continued from Page 1) 


out cars and trucks through the 
balance of the year at a rate of 
more than 21,000 daily—such efforts 
have been exceptions rather than 
the rule this year. 


Such an achievement appears 
unlikely because indications from 
the steel industry continue to be 
that the auto industry’s steel 
problem will get worse this year 
before it gets better. 

Fresh orders for steel last week 
were reportedly larger than ever, 
and auto industry officials learned 
to their dismay that cutbacks in 
December steel quotas will be more 
general than they expected. 

Even though steel production has 
returned to top level, officials 
pointed out that recent distribu- 
tion difficulties have swelled carry- 
overs to the point where original 
promises of delivery are meaning- 


less. 
. ” 7 


HERE was said to be no chance 

that the auto industry’s flat 
rolled steel problem will be better 
until after the first quarter of next 
year. 


However, despite the aspects of 
the auto industry’s present sit- 
uation and considering the pit- 
falls already hurdled, U. S. and 
Canadian output in 1947 of slight- 
ly less than 5,000,000 cars and 
trucks will stand up well in com- 


93,970 90,275 97,654 248,865 2,348,862 3,931,700 


Note: Combined U. S. and Canada car and truck output in the com- 
parable week of 1941 was 69,239 units. 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 





Open Today; 


parison with the record 5,358,420 
units built in 1929. 

The 1929 total included only 771,- 
020 trucks, while this year’s truck 
total will approach 1,200,000. 

With a noticeable lack of de- 
mand already reported for heavier 
type trucks, it is believed that next 
year’s production of vehicles will 
get back somewhere near the 1929 
ratio—not because less trucks will 
be built, but because plants will 
concentrate additional capacity and 
materials into the building of pas- 
senger cars. 

* * * 

ESTIMATING passenger car ca- 

pacity at about 5,000,000 a year, 
industry analysts think two years 
of such production will be neces- 
sary to wipe bona fide orders off 
the books—unless an economic re- 
cession sets in before that. 

These same sources also feel 
that another round of price in- 
creases, stemming from further 
Wage increases or higher mate- 
rial costs, would nullify the need 
for that much production. 

And lending further credit to 
the final production totals of 1947 
—whatever they turn out to be— 
they appear certain to top any pre- 
vious year since 1936, except for 
the years 1937 and 1941 when U. S. 
and Canadian plants built slightly 
more than 5,000,000 cars and trucks 
in each period. 


























Incentive 


(Continued from Page 33) 


investments. Such a plan can avoid 
many disputes, misunderstandings 
and losses. 

= . > 


Discusses Ways 


To Use Incentives 


Coming to the last of our three 
titles: How to use incentives. 

Obviously, there are almost as 
many methods as there are indi- 
vidual businesses. There is neither 
time nor need to attempt to cover 
the various alternatives. It might 
pay us to spend a few minutes 
examining one company’s approach 
to this problem, recognizing clearly 
that no one plan necessarily fits all 
businesses. 

The executive staff of our com- 
pany consists of our new-car 
sales manager, the used-car sales 
manager, the service manager, 
the office manager, the parts and 
accessory manager and the presi- 
dent. The staff meets formally 
monthly; submits budgets for the 
coming month; discusses results 
of the previous months and cov- 
ers all aspects ‘of our business. 

This is the staff that receives the 
majority of its compensation 
through profits arrived at the end 
of the year after all expenses and 
depreciation, but before federal in- 
come taxes. In addition to the 
share for each member of these 
profits, an extra share is_ split 
among three assistants who like- 
wise attend the monthly meetings, 
thereby, in our opinion, developing 
a junior organization ready to step 
in to major responsibilities in the 
event of any unforeseen change 
taking place in our organization. 


The great advantage of this setup 
is that we are all talking the same 
language and for the same reason. 
For instance, cutting down useless 
expense is something all can agree 
upon. Action is more likely to be 
taken if it can be truly pointed out 
that every unnecessary expense of 
a dollar is costing five or six cents, 
not to the company but to the in- 
dividual. 


* * 


Direct Benefits 


Are a Spur 


IT’S HARD for me to get full co- 
operation from a man who is not 
directly benefiting. 

It is easier to say, “Bill, you have 
agreed that you can do this job. 
It wasn’t done last month—your 
failure cost you $125. Do you want 
this extra money? If so, what are 
you doing today to be sure you 
get it?” 

Because the interests of all of 
us are identical and the rewards 
come from the same pot, results 
come whether or not the presi- 
dent is on hand. In fact, at times 
a nasty suspicion creeps into my 
mind as to just how needed I am! 

We like this method of paying 
our executive staff. It is the key- 
stone of our planning but it is not, 
in our opinion, all that should be 
done. Our mechanics, our office 
force, our parts and accessory em- 
ployes and, of course, our salesmen, 
are all on various methods of in- 
centive pay. In fact, less than five 
percent of our employes are paid 
only a straight salary. 

The mechanics on flat rate—this 
requires no explanation. We like it, 
they like it and the customer pays 
no more. 

The service salesmen? Here we 
have developed an idea that may 
help someone. As we all know ser- 
vice customers arrive in numbers 
during the first hour and one-half 
of the business day and depart in 
numbers during the last hour and 
one-half. These are the periods 
where all of us could use any num- 
ber of trained, courteous and effi- 
cient service salesmen. 

To help us maintain the maxi- 
mum number of such men, we pay 
our service salesmen: 

1. A salary. 

2. A commission on all accesso- 
ries, tires, seat covers, etc., that 
they sell. (We do not pay a com- 
mission on labor sales for obvious 
reasons.) 


8. Each service salesman reserves 
for himself one or more jobs that 
he does himself during the dull 


(See INCENTIVE, Page 36, Col. 3) 
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Hufstader Asks Golden Rule... 


‘Heirs’ Contract Clause 


Urged at Fla. Parley 


(Continued from Page 1) 


companies in determining values, 
and urged Florida lawmakers to 
back action in Congress that would 
extend the income tax benefits of 
the community property tax law 
to all states. 

Hufstader warned that “some 
automobile dealers, unquestion- 
ably a small number of them, 
have not been building the kind 
of public confidence that will be 
necessary for success once the 
abnormal, pentup wartime de- 
mand is satisfied and we go back 
to the regular basis of selling 
motor car transportation.” 

“Meanwhile, the replacement need 
is tremendous. The number of ve- 
hicles scrapped during the war 
years was only 40 percent of the 
annual scrappage during the pre- 
war years, 1937 through 1941. Con- 
sequently, only about 1,000,000 of 
the new cars produced this year 


may be expected to contribute to- | 


ward reducing the ‘deficit.’ 
Predicts 3-Year Demand 


“There is no so-called softening 
in the market and I personally be- 
lieve that the demand for popular 
make cars (of course, I’m think- 
ing primarily of Buick!), will con- 
tinue to be strong and firm three 
years from now provided, of course, 
there are no major, unexpected 
changes in the economic atmos- 
phere of our country. So you should 
be able to look forward to a pleas- 
ant three or four year period of 
sound, profitable operations. That 
is good news for you and good 
news for us. 

“Speaking of profits—I have 
heard the statement made that 
factories are envious of dealers 
making profits in any substantial 
amount. It is extremely unfor- 
tunate that such vapid thinking 
even finds articulation. 


zealous to have the healthiest deal- 
er organization possible and that 
can only be accomplished by hav- 
ing that dealer organization sound- 
ly profitable over the long pull.” 
Hufstader said it was obvious 
that “some dealers seem to have 
difficulty remembering that actu- 
ally the customer—the man who 


walks in and lays his money on | 
line for a new car—is the | 


the 
most priceless possession that a 
dealer can acquire.” 

“Fine buildings and good equip- 
ment are important,” he added, 
“but not nearly as important as a 


satisfied customer. A satisfied cus- | 
tomer, a proud owner of an auto- | 


mobile, is the life blood of our 
business. He shouldn’t be pushed 
around.” 

Declaring that there is “too much 
conversation currently about 
greedy, shortsighted practices,” the 
Buick official observed that “care- 
less practices create bad feeling not 
only toward an offending dealer, 
but toward all dealers, manufac- 
turers—in fact, the whole industry.” 

“You men owe it to yourselves, 
to your customers, and to the 
automobile industry to make sure 
that the weight of your influ- 
ence is directed toward cleaning 

up these questionable practices,” 
he asserted. 


“. . . It’s easy to be short and | 


curt with a prospective customer 


who is pestering you for a car. | 


That is the quick way out. But I 











urge you to have patience and tol- | 


erance. 


“You can make a lot of friends | 


for yourself and your business if 
you handle these people intelligent- 


ly. I remember in 1932 we didn’t | 


like the idea of going from door 


to door, trying to find a prospective 


automobile buyer.” 
Suggestion on Tradeins 


Hufstader recommended that 
dealers look at the tradein problem 
on an individual basis and ap- 
praise each situation as it is con- 
fronted. 

“One of the basic reasons why 
the situation is as it is today,” he 
said, “is that the individual can 


be his own used-car dealer—at a | 


nice profit—and some of them un- 





questionably are taking advantage 
of it. 

“Look at it carefully. I am sure 
that by all odds the majority of 
people want to play fair with you 
if you will play fair with them.” 

John Kilgore, Florida motor ve- 
hicle commissioner, explained the 
state’s new law, effective next year, 
which is aimed to take the used- 
car dealer off the lot and place 
him in a permanent business loca- 
tion. 

NADA President M. O. Ander- 
son, Alan G. Rude, vice-president 
of Universal C. I. T. Credit Corp., 
and John W. Stokes were other 
speakers. 

Rex Chapman, Jacksonville; I. C. 
Pendarvis, West Palm Beach; W. 
J. Grant, St. Petersburg, and Eu- 
gene R. Elkes, Tampa, led a sym- 
posium. At the Tuesday business 





Hahn Motors, Inc., plant #1 at 
Hamburg, Pa. One of the three 
modern manufacturing plants in 
which Haney tractors and agri- 
cultural implements are built. 





PREPARATION FOR production of Hudson’s new Super-Six engine is underway in 
the Hudson plants at Detroit. Shown being tested after installation, this complex mul- 
tiple drilling machine, which accomplishes 17 machining operations and is controlled 
from the panel at the lower left, will help speed production of the new engine. Eight 
six-cylinder engine blocks are carried continuously through the machine on the track 
and are hydraulically raised and lowered into position for each machining operation 
without the help of the operator. This machine and many other modern machining tools 
of all types are being put into production in Hudson plants as part of a reconversion 
program costing more than $16,000,000. 


session Karl M. Richards, of the 
Automobile Manufacturers Assn., 
talked on “Road Blocks Ahead” 
and Fred B. Lautzenhiser, consult- 
ing engineer of International Har- 





vester, on truck selection and plan- 
ning. 

Officers of the association, who 
had been elected earlier, were in- 
stalled during the convention ses- 


BULL TERI 


“Every manufacturer, I am sure, | 
is either enormously proud of or | 


. 50 YEARS OF MANUFACTURING EXPERIENCE 


sions. They included Byron H. 
King jr., Orlando, president; J. 
Saxton Lloyd, Daytona Beach, 
vice-president; Charles S. Brook- 
ing, Gainesville, secretary-treas- 
urer. 

— officers installed includ- 
First district, C. E. Holtzinger, 
Tampa, vice-president; Eugene R. 
Elkes, Tampa, A. F. Adcock, St. 
Petersburg, and George Schroll, 
Winter Haven. 

Second, William Catlin, Jackson- 
ville, vice-president; Wiley Gran- 
tham, Live Oak, and Walter A. 
McRae, Jacksonville. 

Third, W. O. Anderson, Port St. 
Joe, vice-president; W. J. Cook 
and M. G. Nelson, Panama City, 
and W. Theo Proctor, Tallahassee. 

Fourth, T. B. McGahey, Miami, 
vice-president; W. R. Bird, Home- 
stead; C. B. Tutan and R. W. 
Pierce, Miami. 

Fifth, E. A. Stebbins, Orlando, 
vice-president; W. P. Turnipseed, 
Ocala. 

Sixth, Stanley Peeler, vice-presi- 
dent; Harold Case, Fort Myers, 
and B. Elliott, Pahokee. 

W. Theo Proctor was named 
NADA director for Florida. 


Classified Want Ads (see inside back cover) 
will solve your problem. 


1 





STAND BEHIND HANEY TRACTORS 


Bull-Terrier tractors for farm and 


nny 


The sturdy, dependability of Haney tractors, being 
proven in the fields today, is not surprising. The 
same skilled craftsmen that have built the famous 
Hahn fire engines and commercial trucks for years 
are now building these compact, but mighty, 


industrial use. 


Visit your nearest Haney dealer at once. See and 
try this sensational new 12% horsepower marvel 
of economy, versatility, and power. 
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Plymouth), Albany, Ga., the name 
of the firm has been changed to 
Sloan Motors, Inc. 


Sloan Motors, Inc. 


On petition of the stockholders 
of Dougherty Motors, Inc. (Dodge- 


PROVEN & ACCEPTED “WEATHER PROOF” 


ALUMINUM SUN VISOR 


PRIMED AND ASSEMBLED 














DEALER’S PRICES 
$1395 each. Lots 12 or More 


$1495 each. Lots of 6 


Won’t Tear or Rip 


No Holes to Drill 


Please Specify Car Models 
Sold in Carton Lots Only—6 to a Carton—Wt. 43 Lbs. 
Terms—C.0.D. Immediate Delivery 
F.O.B. Milwaukee 


Distributors 


CHARLES DISTRIBUTING CORPORATION 
2788 W. Wisconsin Ave. Milwaukee 8, Wis. 





Guaranteed 


A REMOLDED TIRE WITH A “NEW TIRE GUARANTEE” 





A WRITTEN GUARANTEE 

ISSUED WITH EACH PURCHASE 

OF LIFETIMER EXTRA SERVICE 
TIRES 





rg! 600x116 


$8.75 
$9.75 
$9.75 
$7.75 







SHIPMENTS PREPAID ON 
LOTS OF 12 OR MORE TIRES 
ANYWHERE IN U. S. A. 


de TIRE COMPANY, INC. 


pAtler an.) 
700x15 
ht a 


NTT 


16th AND INDIANA AVE 


J 





>EST TIRE PLANT OF ITS KIND IN THE WORLD 
PHILADELPHIA 32, PA 


Today’s most approved method of 


insuring financed automobiles. 
SELF-FINANCING AUTOMOBILE DEALERS 
You will find it worth your while to investigate the 
sound insurance protection offered by one of America’s 
leading fire insurance companies. 


AMERICAN AUTOMOBILE RISKS INCORPORATED 





16 Liberty Street New’ York 5, N. Y. 


United States Automobile Managers—Rhode Island Insurance Com 
Surplus te Policyholders Jan. 1, 1947 — $3,019,862.79 ot te 





| true today. If we believe 


|of this great country can, 


Incentive 


(Continued from Page 34) 
period of the day and for which he 
gets paid the same as the me- 
chanics. 

As a result of this plan, we have 
an unusually large number of ser- 
vice salesmen, at a very low cost 
to us. 


Pay on Profits, 
Not on Volume 


HERE IS another point which 
experience has taught us. Where 
the incentive is based on the re- 
sults of one department, such as 
the parts and accessory, we find 
it best to pay on profits not vol- 
ume and to charge against the de- 
partment before determining profit, 
direct expenses only, not including 
any indirect expense such as rent, 
heat, light, office or executive. 

The direct expense is that ex- 
pense solely or largely under the 
control of the department head. It 
includes, of course, cost of goods 
sold, discounts allowed under com- 
pany policies, supplies used, adver- | 
tising approved, etc. 

Where in the past we charged | 
indirect expense, too much time | 
was spent in arguments as to 
value of space used by the de- | 
partment, percentage of office ex- 
pense charged, etc. It is much | 
easier and just as effective to | 
pay a smaller percentage of prof- | 
its thus arrived at than to spend 
the time explaining how and why | 

| 





other expenses were charged. 

If the direct expense is too| 
high, the responsibility for reduc- | 
ing it rests where it belongs—on | 
the person or persons who put it | 
there in the first place. 

* 


* * 


Keep Clear Record 


|For Tax Purposes 


TO ANYONE now interested in| 
starting for the first time any form 
of incentive pay, a word of warn- 
ing from the tax standpoint might 
be in order. The federal govern- 
ment, through the Treasury depart- 
ment, may be interested in know- 
ing that your records are clear. 
Providing that you are a corpora- 
tion—be sure your minutes of your 
meeting fully state just what you 
propose doing, just how and to 
whom the payments are made. I 
am told that in some cases where 
this has not been done trouble has 
occurred. Consult your lawyer and 
tax expert. Be sure you are cov- 
ered. 

Summing up this subject: In- 
centive pay keeps expenses in 
line with volume and _ profits, 
maintains an efficient organiza- 
tion, adequately rewards maxi- 
mum efforts and provides for 
contingencies. 

Probably 20 percent of the 40,000 
dealers in the United States are to- 
day using incentive pay. Probably 
20 percent of the dealers in this 
room use it. 


I have personally never talked 


to anyone who having used it re- 


gretted his decision to do so. 
Today we stand in a world di- 


vided between two ideologies—be- 


tween a police state and free en- 
terprise. 

On March 3, 1801, Thomas Jeffer- 
son said in his inaugural: “This 


government—th: world’s one best | ° 


hope.” If that were true then, as 
we all believe it to be, it is doubly 
in the 
future of these United States—in 
an expanding economy—in the 
American way of life, let us do our 
part in makinz our way the best 
way. Incentive pay can, in my opin- 
ion, contribute greatly to this end. 

We, the automobile dealers of the 
United States, reaching as we do 
into every city, town and village 
if we 
wish, contribute greatly to the suc- 
cessful future of our country. 

I leave you this thought— 

It will pay you to consider it. 





‘No-Freeze’ Explains 

One entire panel of the new “No- 
Freeze” anti-freeze container is 
devoted to complete explanation of 
the car and function of automo- 
bile engine cooling systems and 
will be of great assistance to serv- 
ice station attendants, it is claimed. 
“No-Freeze” is said by the manu- 
facturer to require no periodic test- 
ing and is guaranteed not to freeze 
at 35 degrees below zero. 
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Adjustable dividers that snap into position in 3 seconds are 
one of the extra features that make Hope Metal Bins your 
best bet for quick parts department change-overs. Following 
are some of the advantages of these metal bins: 


@ Patented, adjustable dividers snap into position 
in 3 seconds — no bolts, clamps or screws. 


@ Front and rear support at base keeps out dirt — 
bin won't sway or tip. 


@ Holes 1%” apart for flexible shelf setup. 
@ Only 5 nuts and bolts per shelf. 

@ No sharp corners on box drawers. 

@ Large, easy to read 1%” label holders. 


Hope Metal Bins are shipped built-up according to your 
specifications —ready for immediate use. Colors: light gray, 
dark gray, and olive green. Write today for folder, prices 
and early delivery date. 


HEE 


METAL PRODUCTS, INC. 


1503 ROCKWELL AVE. 
CLEVELAND 14, OHIO 
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It’s easy to sell in Buffalo be- 
cause you can reach 98.6% of the 
city zone families in one news- 
paper—The News. 


MARKET FACTS 


City Population (1945 Est.) 667,944 
City and Trading Area 1,072,214 
News Circulation 266,701 


The map shows ee Buffalo is 
the location of so many plants 
concerned with national distri- 
bution. 


Diversified industry makes 
Buffalo a stable market—a good 
market for your plant—a good 
market for your product. 


Burr 


EDWARD H. BUTLER 
Editor and Publisher 
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National Representatives 





Western Vew S Great Newspaper 
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suffered a couple of dips last win- 
ter, but added that they were in 
much better shape as cold weather 
approaches this year. 


“They’ve learned how to get out 
and hustle,” he said. “In addition, 
we are in better shape on tops for 
the jeep this year, including some 
metal tops.” 

Willys dealers also have a 

much broader line to sell this 
winter. Some complained last 
year that they had to take “20 
jeeps to get one station wagon.” 
Now, however, Willys is in good 
production on the station wagon. 

As Delmar G. (Barney) Roos, 
vice-president in charge of engi- 
neering, put it: 

“We now have 45 percent of the 
station wagon business.” 

So far this year Willys has pro- 
duced 59,958 jeeps, 24,817 station 
wagons, 33% sedan deliveries, 2,256 
two-wheel drive and 1,600 four- 
wheel drive trucks. 





In Philadelphia—nearly everybody 
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Willys Sees 200,000 Units 


Mooney Says Dealers Are in Better Shape; 
New Models Shown 


(Continued from Page 1) 





c_ production began, Willys 

has built 134,000 universal jeeps, 
Roos said, 50 percent of which have 
gone into agricultural uses. 


Mooney said that 25 to 30 per- 
cent of all Willys production has 
gone into 158 foreign countries and 
colonies through 166 foreign dis- 
tributors and 1,150 dealers. 


At home, Mooney said, Willys 
has 95 distributors and 2,500 deal- 
ers. A year ago there were 2,200 
dealers. Mooney pointed out that 
Willys has no plans for a big 
expansion of the dealer body, say- 
ing the company is, however, try- 
ing to improve its present deal- 
ers. 

Orders are running about six 
months ahead of deliveries, he said, 
and Willys is allocating vehicles to 
dealers on an historical basis, tem- 
pered by the physical setup a deal- 
er has. For instance, he said, deal- 
ers who have made a big invest- 
ment in improving their setup get 





some break on allotments to help 
them carry their overhead. 
Mooney said that it was difficult 
to predict the price at which the 
new sports phaeton would sell be- 
cause he is uncertain as to where 
the price level will be by spring. 


* * * 


Ts price outlook is foggy, he 
said, because: 

1. In view of high prices, demand 
may dip to the supply level. 

2. The bloom is fading from the 
export market, because of the dol- 
lar tightening. 

8. Nobody knows how much in- 
flation there is in the dollar. 

“All you can do nowadays,” he 
said, “is sleep with one eye open 
and try to outfigure developments 
on a short-term basis.” 

However, he indicated that the 
price of the phaeton might be a 
little over that of sedan models of 
the Big Three, but under their 
convertible prices. 

The phaeton, which may be 
called the Jeepster, is “designed to 
meet the demands of the youth of 
America.” 

The show model was painted a 
fire-wagon red with cream strip- 
ing and trim. While the front re- 
tains the jeep identity, it is dressed 
up with chrome. The general ap- 


reads The Bulletin 


The Sunday Bulletin — first issue 
published February 9, 1947 
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pearance is low and racy. It will 
use the station wagon chassis. 


Like everything in the Willys 
line, it uses many parts common 
to the others. 


That is the nut of Willys’ big 
idea, pointed out Roos, adding 
that the company wants to build 
the world’s most useful vehicles, 
all related to each other so that 
many parts may be interchange- 
able for the sake of economy. 
However, the proposed passenger 
car bears no resemblance to the 
jeep. It will have a curb weight 
of 2,600 pounds, an “economical” 
six-cylinder engine and a _ wheel- 
base of 104 inches “to make it easy 
to handle and easy to park,” in the 
words of Roos. 


37 

] . oe: ealled the car graceful, 

modern and conservative, with 

a front end which will make it 
easy to identify. 

He was scornful of the general 
style trends of the rest of the 
industry, which, he said, carried 
streamlining to the point where 
most cars looked like “flowing 
dough with chromium mustaches 
to identify them.” 

Mooney hopes that this model, 
too, can be priced competitively 
in the low-price field. 

The car will use the new six- 
cylinder engine, which will go first 
into the station sedan. 

Willys made a profit of $2,329,990 
for nine months of its last fiscal 
year. The annual report is expected 
in a few weeks. 





CLASSIFIED 


WANT ADS 





(For Rates, Etc., See Next Page) 


HELP WANTED 


WANTED—Service manager in permanent 
position for established new car and 
trucks (DeSoto) distributorship in San 
Juan, Puerto Rico. Must have Chrysler 
experience. Applicant must speak Span- 
ish and be able to manage 25-man shop 
including foreman and must be schooled 
in service operation. Salary and incen- 
tive bonus. Must be thoroughly experi- 
enced in all phases of service operation, 
including mechanic practice, to take 
complete charge of one of Big Three 
distributorship, 1,000 units yearly po- 
tential. Applicant must be in a position 
to furnish complete history of previous 
experience with references. In answering, 
state age and all qualifications. Furnish 
picture. Replies held in confidence. Please 
specify salary expected. Soler & Mas- 
caro Auto Corp., San Juan, Puerto Rico, 
Box 4127 


PARTS MANAGER for Ford dealership 
in Central Ohio. State age, qualifica- 
tions and experience. Box 1974, c/o 
Automotive News, Detroit 26. 


OFFICE MANAGER FOR CHEVROLET 
DEALERSHIP—Must be experienced in 
General Motors accounting system and 
capable of handling personnel. Excellent 
salary and pleasant working conditions. 
In reply state age, qualifications and 
references, attach photograph if possible. 
Write Twin City Chevrolet, Inc., atten- 
tion Frank Edmond, Box 1110, West 
Palm Beach, Fla. 


EXPERIENCED USED CAR sales man- 


ager wanted to head used car depart- 
ment of Ford dealership in Northern New 
Jersey. Approximately 30 miles from New 
York City. Excellent opportunity. Profit 
sharing proposition. State age, experi- 
ence, and references. Box 1991, c/o Au- 
tomotive News, Detroit 26. 


FRONT END and frame straightening ma- 
chine operator. Must be experienced to 
operate new heavy duty Baer machine 
Unusual opportunity for high earnings 
Good working conditions with old estab- 
lished firm. Kline Chevrolet Sales Corp. 
Norfolk, Virginia. Phone 2-1811. 


SERVICE MANAGER — We require the 
services of a first class, thoroughly ex 
perienced Service Manager in Georgia 
city of over one hundred thousand. Pre- 
fer Lincoln-Mercury or Ford background. 
A most unusual opportunity, permanent, 
good salary and share of profits. Answer 
treated confidentially. Give age, experi- 
ence, references. Box 1989, c/o Automo- 
tive News, Detroit 26. 


SALESMAN WANTED to do field work 
for the immediate territory in and around 
Little Rock, Arkansas, selling Reo trucks 
and buses. Must have previous experi- 
ence, willing to make Little Rock perma- 
nent residence. Starting at liberal salary 
and drawing allowance. Nice advance- 
ment available for the right party. In 
reply, please furnish reference, age and 
marital status. Reo Truck and Bus Sales 
Co., Little Rock, Arkansas. 





WANTED 


SERVICE SALES 
REPRESENTATIVE 


An ae opportunity for 
a man with automotive service- 
sales experience. 

The man we are seeking is 
35-45 years of age, has had a 
sales and engineering back- 
ground and is capable of han- 
dling a large volume of detail. 


Write in confidence stating 
complete details. 
* 
Box 1993 
c/o Automotive News 
Detroit 26 





PARTS MANAGER at one of Northeast- 
ern Ohio’s largest Ford dealers. Must 
know Ford parts, stock room procedure 
and inventory control. We will soon be 
in a brand new building with 16,000 
square feet for Parts Department with 
150 bin unit set up. Applicant should 
be familiar with or adaptable to vol- 
ume operation. All replies held confi- 
dential. Enclose recent picture. Box 1965, 
c/o Automotive News, Detroit 26. 


SALESMAN for nationally advertised auto 


seat covers with following among new 
and used car dealers. All territories, com- 
mission basis. Box 1987, c/o Automotive 
News, Detroit 26. 






HELP WANTED 


WANTED 


REGIONAL SALES MANAGER 

For Pacific Coast states, by Detroit 
manufacturer; building complete line of 
light and heavy duty motor trucks. Must 
know heavy duty truck business. Duties 
require contacting existing dealers, estab- 
lishing new dealers and promoting truck 
sales. Reply, giving employment record for 
past fifteen years, and salary ex- 
pected. Box 1970, c/o Automotive News, 
Detroit 26. 





Sener arama Rea ene A te me A 
REAL OPPORTUNITIES for friction ma- 


terial engineers familiar with compound- 
ing, ng and applications exist 
a a leading manufacturer. Positions 

good compensation and allow in- 
Bividual chance to use own ingenuity 
and initiative. Housing scarce but can 
be found. Reply Box 1956, c/o Automo- 
tive News, Detroit 26. 


SA E A 
distributor automotive accessories and 
supplies, wants several experienced men, 
calling on car, truck and fleet accounts. 
Excellent territories open. Commission. 
Box 1988, c/o Automotive News, De- 
troit 26. 


ASSISTANT 
MANAGER 


We need a dynamic and prog- 
ressive man who has had some 
real automobile dealer experi- 
ence. We particularly prefer a 
man who has a_ thorough 
knowledge of Service and Parts 
Department problems with a 
personality for leadership. 

This is with a well estab- 
lished dealer that has been in 
the automobile business for 
over 30 years. We are volume 
minded in both Sales and Serv- 
ice. 

Here is an opportunity with 
a real future and with a large 
earning potentiality. Write or 
contact Harry I. Preston, 650 
Bridge St., N.W., Grand Rapids, 
Michigan. 


Aggressive eastern 
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EXPERIENCED FORD HELP-—Four Ford 


mechanics, two service salesmen, two 
front end machine men for Ford dealer- 
ship in Miami. These positions are open 
for experienced men who find it neces- 
sary to move south for five months dur- 
ing the winter due to the health of some 
member of their family. We advise com- 
ing south in a house trailer as housing 
is practically impossible. Discuss the 
situation with your employer as we will 
require his recommendation. Sam Mur- 
ray, Inc., 1917 Biscayne Bivd., Miami, 
Fla., or telephone Mr. Marshall, Service 
Manager, Phone 9-4761. 


FOUR STUDEBAKER MECHANICS, 50-50 


basis. Earnings can average $100 week- 
ly. Write complete information. Enclose 
photograph. Williamson Motor Sales, 402 
W. Harrison, Harlingen, Texas. 


SERVICE MANAGER—Studebaker expe- 


rience. Write complete information first 
letter. Enclose photograph. Williamson 
Motor Sales, 402 W. Harrison, Harlin- 
gen, Texas. 


POSITION WANTED 





POSITION WANTED 
To encourage this classification for the 






regular rates, namely: 7% cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 









| PURCHASING AGENT—Over 15 years ex- 


perience in automotive productive and 
non-productive items. At present em- 
ployed. Box 1972, c/o Automotive News, 
Detroit 26. 


ASSISTANT MANAGER—Man trained in 


competitive pre-war auto market wants 
Place in progressive organization to train 
salesmen for future competition. Can 
handle sales promotion, public relations 
and install profit sharing plans. Box 
1979. c/o Automotive News, Detroit 26. 


EXPERIENCED automotive parts and spe- 


cialties salesman with best of references 
who is a resident of and knows the 
Louisiana automobile dealer trade, is de- 
sirous of connecting with firm who has 
potential volume lines. Box 1985, c/o 
Automotive News, Detroit 26. 
(Continued on Page 38) 








(Continued from Page 37) 
POSITION WANTED 


TRUCK SALES engineer-manager. Grad- 
uate engineer with successful pre and 
post war heavy and light trucks, sales 
and promotion experience. Would appre- 
clate hearing from progressive dealer or 
manufacturer, who has large potential 
sales. Good producer, appearance and 
personality. Excellent references as to 
character and ability. Married. Box 1990, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER, 34 years of age. Have 

15 years experience, five with Buick- 

Pontiac, ten with GMC Truck. Also have 

thorough knowledge of army trucks. 

Anxious to locate on West Coast, pref- 

erably near San Francisco. Can arrange 

personal interview. Box 1986, c/o Auto- 

motive News, Detroit 26. 

- CE manager, executive 
ability. General Motors experience. Would 

“Iike position with opportunity to pur- 
chase interest in medium sized dealer- 
ship. Box 1983, c/o Automotive News, 
Detroit 26. 

OPPO to ome associated with 
General Motors dealer, midwest or 
southwest. Wish junior partnership. Have 
cash, No experience. College graduate, 
ex-army pilot. Now junior executive in 
government agency. Thirty years old, 
married. Box 1982, c/o Automotive News, 
Detroit 26. 

POSITION WANTED as general manager 
Chevrolet or G.M. dealership. Have 
worked with G.M. dealers and their or- 
ganizations several years. Will assume 
management on salary and profit per- 
cetnage basis, with opportunity to buy 
in later if satisfactory. Age 39. Top ref- 
erences. All replies held strictly confi- 
dential. Box 1994, c/o Automotive News, 
Detroit 26. 


BUSINESS FOR SALE 


GARAGE, USED CAR and auto salvage 
business, all equipment. New 30x50 block 
building on 75x140 lot on main street 
Atlanta Highway, town 4,000 population, 








15 miles from Birmingham, all for 
$9,500. H. L. Wood, Tele. 163, Leeds, 
Alabama. 


UsmD CAR LOT in Seattle, Washington. 
Choice location, long term lease, clear- 
ing over $1,500 monthly. Will sell with 
or without stock. Earnings can be dou- 
bled. Owner has other interests. Box 
1977, c/o Automotive News, Detroit 26. 


FOR SALE—NAPA parts store, complete 
with automotive machine shop in south- 
ern Arizona. Gross sales $140,000 per 
year. Will sell for inventory of stock, 
equipment and fixtures. No blue sky. 
Owner has other interests. Write Box 
1966, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES __ 


WESTFIELD, N. Y., between Buffalo and 
Erie. Real estate, equipment and stock. 
Wholesale and retailing tires, retread- 
ing, automobile sales, repairs, retail 
gasoline, oils, groceries. Employing 12 
men and one woman. Long established 
and truly successful. Excellent opportu- 
nities to a partnership. Price approxi- 
mates $90,000. L. B. Watson, broker. 


USED CAR LOT for rent in Dearborn, 
Mich. Main thoroughfare. Inquire Tyler 
7-5880, Michigan Motor Sales, 5847 Liv- 
ernois. 

BUSINESS OPPORTUNITIES (or connec- 
tion). Live dealer desires connection with 
bank or finance company interested in 
floor-planning and retail financing of 
milk, fuel oil, tank trucks, etc. Box 
127, Long Island City, N. Y. 


MANUFACTURERS REPRESENTATIVE 
DISTRIBUTORS WANTED 


JOBBERS—Inquire about excellent profit 
possibilities in handling Auto-Serv Dis- 
penser for Kleenex tissue. Sell to filling 
stations, automobile dealers, garages, ac- 
cessory, dep't, hardware, and drug stores 
—4in fact all type of retailers. Some ter- 
ritories ‘still open for manufacturer's 
agents. Gatner Industries, 75 E. Wacker 
Drive, Chicago 1, Illinois. 

EXCLUSIVE TERRITORIES open tor dis- 
uiputors now calling on automoDdile deai- 
ers to handle round, chrome plated tall 
pipe extension. Write, giving tull par- 
ticulars, territory covered and number 
of deaiers you contact. Box 1981, c/o 
Automotive News, Detroit 26. 

DOOR LOCK REPAIR KITS for Chrysler 
group cars, 1939 to 1947. Rebuilds rotary 
type door locks. Eusy installation, eco- 
nomical. Want distribution through 
Chrysler Cecrporation parts wholesalers 
in their area. Attractive proposition. 
Write Automotive News, Box 1946, ¢/o 
automotive News, Detroit 26. 


DEALERSHIP WANTED 


CAPABLE EX-DEALER, lifetime experi- 
ence, wili purcnase franchise nortnern 
N. J. (or partnership). Factory accept- 
ance assured; confidential. L. Henschel, 
2u4 Glenridge Ave., Montclair, N. J. 


DEALERSHIP WANTED—LExperienced au- 
tomobile man desires to purcnase any 
G. M. dealership with 200 to 5uU new 
car potential, either outright or on part- 
nersnip dasis. Can furnish excellent Dank 
reterences and factory approval assured. 
Ali replies will be Kept strictly conn- 
dential. Hox 1975, c/o Automotiye News, 
Detroit 26. 

HAVE QUALIFIED with General Motors, 
Chrysler and Ford factories. Desire to 
purchase dealership of 300 cars or larger 
for cash. Replies will be held in strict 
confidence. Box 1920, c/o Automotive 
News, Detroit 26. 


NEW LINES WANTED 


NATIONAL SALES organization covering 
chain stores, jobbers, car dealers and 
super-service stations, is interested in 
obtaining several additional volume re- 
peat lines. Representatives located stra- 
tegically throughout the entire United 
States. Address Ralph F. Roussey and 
Associates, 407 South Dearborn Street, 


Chicago 5, Illinois. 
WILL TRADE 


WILL RENT my $40,000 home for tne 
season (October 1 to May 1) located W. 
Paim Beach, Florida. Convenient to 
beaches, shopping, churches and schools. 
Three large bedrooms, two baths, in ex- 
change for new cars, list valuation 
equivalent to seasonal rental of $3,500. 





————- 








information, inquire Box 1969,| FLORA 


c/o Automotive News, Detroit 26. 













































CALIFORNIA dealer wants 1946 and 1947 














One Mile From Buffalo, N. Y¥. City Line 
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DEALERSHIP FOR SALE 


NOW HAVE FRANCHISE for well known 
make of car. Modern new buildings. Prog- 
ressive North Alabama town of about 
50,000 pop. Stock and equipment will 
require about $50,000 to handle. Will 
lease buildings at reasonable price. An 
unusual opportunity to get an up and 
going dealership. Box 1976, c/o Auto- 
motive News, Detroit 26. 


AUTOMOBILE business for sale. Two pas- 
senger cars and one full line of trucks, 
all top leaders in industry. Located 30 
miles N. Y¥. C. $300,000 yearly sales vol- 
ume. Large service volume. Established 
about 20 years. Owner has other inter- 
ests. Price $140,000. Terms cash. Prin- 
cipals only. Box 1992, c/o Automotive 
News, Detroit 26. 








GOING DEALERSHIP—lIn one of southern 
California's best twelve thousand towns. 
$45,000 new, modern facilities. Finest 
possible climate, super station in connec- 
tion. Town rich in resources, vegetables 
and oil. Owner unable to carry on. This 
is a bona fide opportunity. Box 1984, 
c/o Automotive News, Detroit 26. 


FRANCHISE AVAILABLE 


DIRECT FACTORY-DEALER franchises. 
Expansion of manufacturing facilities 
now makes possibie the appointment of 
additional dealers throughout the United 
States and foreign countries. We do not 
sell our franchises, but dealers must 
qualify. ‘‘A second car’’—listing under 
$150. Contact General Manager, SAFTI- 
CYCLES, INC., LaCrosse, Wisconsin. 


NEW CARS WANTED 


1947 CADILLACS WANTED—Al) makes 
and models. Phone, wire or write. Lewis 
Capitol Motors, 530 Linden St., Allen- 
town. Pa. 



















model cars from dealers who are able 
to make delivery to Los Angeles. For 
particulars telephone Buster Kelley at 
PRospect 1225 or write 1225 South Fig- 
ueroa S&t.. Los Angeles Calif 


USED CARS FOR SALE 


Attend a Dandy Sale 
EVERY MONDAY 


Not a Million Cars—But Plenty 
Of Good, Clean, Late Models 


Buy Worth the Money 


DEALERS ONLY 
Sale Starts 12 P.M. Sharp 


FLORA AUCTION CO. 
FLORA, INDIANA 
Pat Patterson—Auctioneer 












BUFFALO AUTO AUCTION 


Every Tuesday at Noon 
FOR DEALERS ONLY 


Indoors at Tonowanda Airport Hangar 


LONGVIEW AUTO 


AUCTION 


Every Tuesday 


MORE CARS — MORE BUYERS 
1 Mile West on U. 8S. 60 
LONGVIEW, TEXAS 


WHOLESALE to all new and used car 
dealers, all models. Alamo Auto Sales, 
11615 Woodward, Detroit 2, Mich. 


AUTO BUYERS—Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east ef Livernois. 
Detroit, Mich. UN. 3-7400. 


1937 ROLLS-ROYCE 40/50 HP phantom 
III touring limousine. Swept-tail body by 
Inskip. $5,000. Address inquiries C. 8. 
Shoup, 3610 Sperry Ave., Nashville, Ten- 
nessee. 
















— It’s A Date — 
EVERY MONDAY—12 P.M. 


FLORA AUTO 


AUCTION 


Plenty of Cars 
Plenty of Buyers 
Plenty of Sellers 


NEW, NEAR NEW AND 
OLDER MODELS 


Come Prepared to Buy or Sell 
Pat Patterson, Auctioneer 


20 S. Center St. 
INDIANA 














USED CARS FOR SALE 


AMARILLO AUTO 


AUCTION CO. 
DEALERS ONLY 


You will find the finest selection 
of used cars in the Southwest at 
our sale every Monday. Sellers, 
bring your cars for the highest 
prices. Sale starts 
promptly at 12 o'clock, Rain or 


wholesale 


Shine. Call or wire us for hotel 
reservations. 

H. W. COOK, Auctioneer 
Automobile Row 


719 W. 6th St. 
On U. 8S. Highway 66 


AUTOS --- AUTOS 


LARGEST SELECTION 
OF NEW AND USED CARS 
IN PHILADELPHIA 
1947 to 19389 Models 
ALL BODY STYLES 
Also Big Selection of Convertibles 
ALWAYS 200 CARS TO SELECT FROM 


IRVIN SACHS 


4539 Chestnut St. 
PHILADELPHIA 39, PA. 


Phone or Wire Allegheny 4-4450 
“‘Philadelphia’s Largest Used Oar Dealer’’ 





Col. Joe H. Burtrum 


1610 E. 7th St. 
JOPLIN, MISSOURI 
Phone 4606 


AUTO AUCTION 


Every Friday—12 O’Clock 
HORSE HEADS, NEW YORK 


4 Miles North of Elmyra, N. Y., 
On Route 17 


A Car Sold Every Minute 


By Far, the Biggest Auction 
In The East 

Our auction seems to be the 
meeting place for the new and used 
car dealers of eastern United 
States. 

New Car Dealers like our auction 
because they can turn their trade- 
ins for quick cash and eliminate 
used car dept. and the free service 
headache. 


Strictly a Dealer’s Auction 


Used Car Dealers like our auction 
because they can buy their week’s 
supply in a few hours and do away 
with all the traveling and expense. 

Elmyra is located on three lead- 
ing railroads and on the air and 
bus lines. Wire or phone us and 
we will meet you. 


Horse Heads Auto Auction 
Ronald D. West, Owner 
Johnson, Rickard, and West, 
Auctioneer 





Michigan’s Largest 


Auto Auction 
Every Friday—12 noon 
Rain or Shine 
“BUYS FOR EVERY DEALER” 


LARRY H. ROBINSON 
MOTOR SALES 
209 State St. 


CHARLOTTE, MICHIGAN 
Centrally located between 
Lansing - Grand Rapids - Battle Creek 
Jackson 

















Phone 2-9503 
Amarillo, Tex. 










USED CARS FOR SALE 


CLEAN, FAST MOVING 
USED CARS 


a 
SHIPPED ALL OVER THE COUNTRY 
Best Wholesale Deal in the U.S.A. 


LEO ADLER, INC. 


DeSoto-Plymouth Dealers 
3000 Fenkel 
7 Blocks East of Livernois 


DETROIT 21, MICH. 
UN. 3-7400 






































AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
% Mile East of Illinois State Line 
On Route 30 







EVERY FRIDAY 11 A.M. 


Strictly Wholesale 
Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations availabie, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 


PAT PATERSON, Auctioneer 
Dyer Auto Auction 


Phone 4111 Dyer, Ind. 
Res.: Lansing, Ill., 730 


















WHEN IN CLEVELAND 


SAM GREENFIELD 


Where You Can Always Find Fast 
Moving Merchandise at a Price 
6619 Euclid Avenue Phone HE. 0232 










‘Sis to '47%s 


LARGEST DEALER 


IN NEBRASKA 


2086 Farnam St. Ph. Harney 6090 
OMARA, NEBR. 



















AUTOMOBILE AUCTION 


EVERY THURSDAY AT 7:00 P.M. 


We are running between 50 and 75 cars 
@ week; many late models. All buyers are 
cordially invited. 

Prompt attention given all inquiries. 


If you come to nearest airport or train 
station, notify us and our representative 
will meet you. Sale held inside modern 
building. 


BURTON LIVESTOCK 


EXCHANGE, INC. 
Vernes om Route N. ¥. & New Yerb 
Phone 3-3505 


Doc Greiner 
AUCTION 


Thursday 12:00 Noon 
Most cars entered are brought in 
by sew car dealers. 

Col, Marker, Auctioneer 


$10 and $5 


* THE BIG DEALER * 


AUCTION 
EVERY THURSDAY 


KEN SCHAEFER CO., INC. 
915 N. Tilinols St. Indianapolis, Ind. 
Also Every Monday in New Albany, Ind. 













































USED CARS FOR SALE 


AUTO AUCTION SALE 


Every Monday at 
Montpelier, Ohio 


(Look at Your Map) 





Best Sale—Best Facilities 
In Northwestern Ohio 


o 
Conducted by Business Men 
And in a Business Manner 


Sell to DEALERS ONLY 


ONE VISIT WILL CONVINCE 
YOU OF OUR SUPERIOR 
ACCOMMODATION AND 

EXPERT SERVICE 


MONTPELIER, OHIO, 


AUTO AUCTION CO. 
Woodruff Bldg. 415 W. Main St. 



























TRUCK EQUIPMENT FOR SALE 












TRUCK & AUTO 
DEALERS 


Prompt delivery on auto and 
truck wreckers complete, winch, 
boom, cable, body and accessories. 
3-ton, 5-ton and larger for your car 
and truck wrecking. 


Write for truck and car DEAL- 
ER DISCOUNTS. Distributors 
wanted in key areas. 


WRITE 


Auto Truck Equipment Co. 


8300 Lyndon Ave. Detroit 27, Mich. 





NEW FORD CABS—$290 complete at 
Sharon. Dick Crocker, Massachusetts. 


BUSES FOR SALE 

NEW MACK BUS CHASSIS, Model CBL, 
233” wheelbase, EN354A downdraft en- 
gine, 5-speed transmission, Westinghouse 
air brakes, bus springs and shock ab- 
sorbers front and rear, 9.00 tires, prime 
Paint. Reeves Equipment Co., Muskogee, 
Okla. (Mack dealer). 


PARTS FOR SALE 


PARTS TO FIT HUDSON—Water pump 
kits, $8.90; timing gears, $7.45 less 
30%; lots of 6, less 40%. Many other 
parts, less 25%. Floor mats, felt back, 
perfect fit, cut to shape with all holes 
Punched. State year, each $4.75; lots of 
6, $3.95. All items first class. Prompt 
service. Indianhead Mfg. Co., Lima, O. 


FORD PARTS—Many hard-to-get items. 
Orders filled same day. Write, wire, 
phone, Sweeney Auto Sales, 2534 Read- 
ing Road. Cincinnati. Ohio. 


FOR SALE—New doors for Ford cars. 
1936 coupe left, 1938 Fordor left front, 
1935 Fordor right rear, 1938 Phaeton 
(model 750) right front. Hal Lynch Mo- 
tors, Inc., P. O. Box 1708, Jacksonville, 
Florida. 


WHOLESALE PONTIAC PARTS—Large 
stocks of hard-to-get parts, body and fen- 
der parts for all models. Fast service, 
25% discount. Walter H. Schultz, 1l’on- 
tiac, 16-20 Passaic St., Trenton 8, N. J. 


OLDSMOBILE 


PARTS AND ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Received 
DISCOUNT TO DEALERS 
RUND MOTORS, INC. 
3725 Grand River Detroit 8, Mich. 
TEmple 1-3700 




























LE LC ELEC ELS SEEDER IE A Me 
LARGE QUANTITIES of new government 
surplus Chev. and GM parts. Part num- 
ber 3657520, 3659291, 377928 mounting, 
839463, 839464 rocker arm, 837253 spring, 
837385 screw, 838246 support, 603158 
seal, 838029 key, 839304 spring, 839102 
bolt, 608205, 608206 ring, 836823 nipple, 
1869704 condenser, 604341 manifold, 
3656598 muffler, 1523099 screen, 605312 
cover, 344194 strap, 3655807 sector 
605142 lash unit, 3658536 lock, 603344 
603345 hinge, 3658404 ‘U’ bolt, 838341 
838150, 838290, 838297 gasket. 825-20 
single chains. 60% off list. State how to 
ship. BOUSA MOTORS, INC., Williman- 
tic, Conn. 


$100,000 INVENTORY Ford parts. We 
carry many hard to get items or will get 
them for you. Wire or write Timmerman 
Lima's Ford Dealer, Lima, Ohio. 





















































36520HC VALVE springs, list 35c, net 15c 
63240HB rear spring K-7, list $39.20 
net $12. 90970H sleeves, list $9.80, net 
$2.50. 103572H wheel cylinder, list $4.60 

















net $1.50. 103573H wheel cylinder, list 
$4.60, net $1.50. 35663H, list 65c, net 
20¢c. 36604HD, list $1.50, net 40c 
35622HEX, list 75c, net 25c. SAE cap 
screws %x2%, list 15c, net l%c. Axle 
cass nuts 1%, list 20c, net 2c. F.O.B 
Joplin, Mo., Knight Truck & Implement 
Co., Joplin, Mo. 








TRUCKS FOR SALE 


AUTOMOBILE TRANSPORT, 1946 White 
truck, Mechanical Handling trailer. Ex- 








cellent condition, low mileage. Hutchin- 
son Motor Co., Hutchinson, Kansas 
Phone 4104. 

FOR SALE—Auto transport, Mechanical 





Handling System brand with tandem 
axles, 1942 Chevrolet tractor, 2 spd., 829 

tires, heater and spotlight and many 
other extras. Working steady on long 
distance hauls. Very good appearance i 
and mechanical condition. $3,100 com- 










plete and ready to go to work. Phone or 
write .Ernie Schoening, Mineola, Iowa 
Phone 266. 
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TRUCKS FOR SALE 
FORD 1946 semi van 10-wheeler. Trux- 


more rear end two-speed axle, very low 
mileage. Appearance and mechanica! 


FOR ~ ALE condition like new. Priced to move 
. 4 quickly. Dunne Motor Sales, Inc., 705 
e Elmwood Ave., Providence, R. I. 
i946 C50 AUTOCAR tractor and 30-foot 
Dorsey refrigerated van. goon. actual 
miles. Original cost over . | A sac- 
Cummins diesel and 1941 Black rifice at $6,495. Wire, write or call Fields 
Diamond trailer 30’ van, good Motor Co., Inc., Pensacola, Florida. 
mechanical condition, good FOR SALE—One new WDX Dodge ton 
tires, new paint Priced for im- power wagon, chassis and cab, pick-up 
— P ; bed, 4-wheel drive, winch in front, suit- 
mediate sale. Wire, call or write 


able for a tow wagon. 126” wheelbase, 
| list price $2,295. Gettysburg Motors, 
Robbins Motor Co. 
201 S. Forbis Street 


Gettysburg, Penna. 
Greensboro, N. C. 


TRUCKS FOR SALE 





1941 Corbitt Tractor, 150 H.P. 


TRUCKS WANTED 


N ew school bur 
chassis, Fords or Chevrolets, any length 
Quote prices. Elkin and Co., Macon 
eS aastees 
Bg ig ay? ren. 5 iedo. noah SED ’ automobile tank trans- 
one ee SO eee ee eee” port. Prefer without tractor. Earl Kirk. 
<RMY JEEP ENGINES. either new or | __ Hutchinson, Kansas, Phone 5538. 


1, 
. Write or phone giving | WA D—New Dodge trucks. Any mode 

ir ana gatnh. Roy Bridges & Co., % to 3 ton. Need immediately four WD- 
Inc., 2801 6th Ave. So., Birmingham, 21FF Cowls. Wire or call Welborn Motor 
Alabama. Co., Dodge Dealer, Anderson, 8. C. 

















BEAT THIS BUY 


‘New Firestone Spark Plugs 
1 3 Cc DELIVERED TO 


YOUR DOOR 
These Are First Line Plugs Retailing for 65c 


F40 — 14 Millimeter 
Equivalent Plugs Listed Below 
Champion J8—J8J—J9—J10—JA11 
AC—42—48 Com—44—44 Com—45—45 Com 
Autolite AS—AH4—A5—Plus 5 


Packed in Wood Boxes Containing 920 Plugs 
Each Plug in Individual Container—10 Plugs to Carton 


Fits Most All Trucks and Cars 

Lincoln 36 to 46 
Mercury (all models) 
Nash Amb. 87 to 46 


FREIGHT 
PREPAID 


— ee — — 


gee 
i =F 
a° 8 
2Fs 
g- 8 
= 


Chrysler 31 to 40 Olds 6 & 8 37 to 46 

| Cord ote 37 Overland (all models) 

' Crosley 35 to 46 Packard 33 to 42 

' DeSoto 382 to 46 Plymouth 88 to 46 

Dodge (all models) Pontiac 6 & 8 34 to 46 

| aes Studebaker 41 to 46 
Graham-Paige (all models) 


Terraplane 38 to 38 
Willys 40 to 42 
Jeeps (all models) 
THIS IS ONLY A PARTIAL LIST 
Terms 50% With Order, Balance C.O.D. 
We Can Ship Immediately 


FE. M. GREGORY 
DETROIT, MICH. 


S&e 
sss 
Sse 


re 


| 0188 GRATIOT AVE. TEL. GE. 2200 








EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 
Tel.: Maine $112, Woodburn 3060 
Auctioneer: Pat Patterson 


—. ere ee ee eee ee comme eee 











WORLD’S FINEST 
GIGANTIC AUTOMOBILE 


| -AUCTIONS- 


Every Tuesday at 12 Noon 
If it’s low-mileage, clean cars you want, you can “load up” at 


ED HOUGH’S 
AUTO AUCTION SALES 
Shipping Arrangements Made on Request 
8900 North Broad 8t. Philadelphia, Pa. 


AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation—Fort Wayne, Indiana 


12 O'CLOCK NOON—APPROX. 185 CARS SOLD LAST WEEK 
Buy and sell with confidence where your price is our price. Our only 
guarantee is that you must be satisfied. Wire us for hotel reservations 
Drive-away service to all parts of the nation. 


WEBSTER-MARKER MOTORS 
824 W. MAIN 8ST. FORT WAYNE, IND. 
Col. Carl E. Marker and Col. Lee Drawhorn, Auctioneers 


nh 
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TRUCK EQUIPMENT WANTED 


METERS and hose for oil fuel tankers. 
Automobile Dealers Exchange, Bridge 
Plaza S. cor. 22nd St., L. I. City, N. Y. 


PARTS WANTED 
WANTED—Body complete for 1941 Chrys- 


ler six. Advise condition and price. Mar- 
tin Motor Co., Springfield, Missouri. 








































Attention Used Car Buyers ! 


We Now Have a Nice Selection of Cars 
On Hand, Including Fords, Buicks, 
Chevrolets and Plymouths 
Models Range From 1937 to 1947 
Why Shop When We Can Supply Your Needs? 


CALL OR SEE 


HULL-DOBBS, INC. 


‘‘World’s Largest Ford Dealer’ 
1017 KENMORE BOULEVARD 
AKRON, OHIO 








WANTED—Grill and shell for 1939 Chrys- 
ler New Yorker. Serial No. 6812118. 
Wire collect if available. Wigton-Bailey, 
Inc., New Lexington, Ohio. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—One Storm reboring bar. 
Good condition. Very little use. Model 
NS, $250. C & S Investment Co., North 
Main, Joplin, Missouri. 


FORD LABORATORY test set. Just re- 
conditioned by Heyer Factory. Is in per- 











SHERWOOD 1186 











fect condition. Only $100 F.O.B. St. 
Louis, Mo. STIVERS AUTO SALES, 
INC., 222 8. Florissant Road, Ferguson 
21, Missouri. Mulberry 7000 or Atwater 
1139. 










The WORLD’S Finest 


AUTO AUCTION 


(FOR DEALERS ONLY) 
Going at FULL BLAST Every 


TUESDAY & WEDNESDAY 


RAIN OBR SHINE, SALE HELD INSIDE MODERN BUILDING 





FOR SALE—390 used parts bins with draw- 
ers, also extra sections, good condition. 
Universal Car Sales & Service Corp.,. 
31-08 Northern Boulevard, L. I. City 1, 
N. Y. Stillwell 4-7050. 


IMPROVED TURN TABLE 
Sturdily built, foolproof, built for show- 
room or outside use, runs constantly. 


SHOW YOUR CAR 
to its best advantage, either “‘top used 
car’? or new model. Write for prices and 
detalls. 
HARRIS TURN TABLE CO. 
7862 Walnut St. Detroit 14 





ANTIQUE CARS FOR SALE 


1914 FORD ROADSTER—Looks and runs 
like new. In original condition except 
top and tires recently replaced. Driven 
approximately 10,000 miles and in stor- 
age since 1920. Best cash offer or will 
trade for new Ford. Wilson Motor Sales, 
55 Lee St., Ridgewood, New Jersey. 


1919 CHEVROLET—-This car has been 
driven actually less than 500 miles. Orig- 
inal tires, finish and upholstery. In per- 
fect running order. Positive proof of the 
authenticity of the above statements fur- 
nished on request. For sale at reasonable 
price. WHITE CHEVROLET CO., Zanes- 
ville, Ohio. 


8.0.8.—Approved one quart fire extinguish- 
er with bracket, $5 each. Minimum or- 
der, six. Check with order. F.O.B. Tren- 
ton. Arnold Sales Co., 108 E. Hanover 
St., Trenton, N. J. 


AUTO EQUIPMENT FOR SALE 


TOW PILOT—$17.50 


ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 


RED ARROW BARS—$42.48 
1947 Model with Guide Cables 
Approved by I.0.0. 


Tow Bar Sales Company 


Factory Distributors 
100 Se. Clinton St. Chicago 6 Ii. 


TRAILERS FOR SALE 


“Pat” Patterson, Auto Auctioneer, Sells a Car 
Every 70 Seconds 


WE GUARANTEE EVERY CAR 






Our reputation is your guaran- Call any bank or finance com- 
tee for HONEST, IMPARTIAL, pany in Indianapolis for ref- 
EFFICIENT SERVICE. erence. 





Sales Start 12 o’Clock Noon C.D.S.T. 


STUART & RAMP, INC. 


1011 N. Pennsylvania St. Riley 8781 
INDIANAPOLIS, INDIANA 








NASH PARTS 


Large Stock of Mechanical and 
Body Parts in Stock 





Automobile Dealer In Destrous of 
Disposing of Hila Stock of New 


HIGGINS CAMP TRAILERS 


Fully Equipped at Distributor’s Cost 
Trailers are ideal for hunting, fishine. 
Florida vacationing. Write Box A23, 310 


West 57th St., New York 19, N. ¥. We have sheet metal parts for late model cars. 


ACCESSORIES FOR SALE Out of town orders filled the same day. 


FOR SALE—Four new overhead heaters 
Never been wuncrated. 100.9099 BTU 
Burns natural gas. Price $295 each 
Johnson Motor Co., Stafford. Kansas. 


INDIVIDUALLY TAILORED auto seat 
covers for 1946 to 1948 cars in woven 
plastic. Target twill silk, Textilene Sun 
sure fibre. gabardine twill. Prompt de 
livery. Perfect Fit Auto Seat Cover. Inc. 
1776 Broadway, New York City. 


CHROME GRAVEL GUARDS—Dress up 
cars. Fit in place rubber guards, rear 
fenders. Made of brass, rustproof, mirror 
finish. Dealers request details, samples. 
Set, 2: Chevrolet, Plymouth. Dodge, De 
Soto, Chrysler, 1942-47, $6.95 list. Prices 
prepaid or shipped COD. W/S Manufac- 
turing Co., 3328 Snelling, Minneapolis, 
Minnesota. 


MISCELLANEOUS 

ENGINE REBUILDING—C ranksha ft 
grinding and  =meatalizing. John P 
Hughes Motor Co., Inc., 800 Commerce 
St., Lynchburg, Virginia. 

FINA FOAM auto upholstery cleaner, new 
postwar product. Amazing results. Tria) 
gallon free. Order four gallons, pay for 
three. Limit one free gallon. Auto deal- 
ers $1.45 per gallon. Check with order 
Earl Grissmer Co., P. 0. Box No. 5992 
Indianapolis, Indiana 

ATTENTION, Service Managers—Amazing 

low price on stud removers. $5 a dozen, 


25% Discount to Dealers and Garages 


NASH CENTRAL MOTORS INC. 


8705 Carnegie Ave. 
Cleveland, Ohio 
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F.O.B. Youngstown. KESSLER PROD- 
UCTS CO., 1064 West Federal St., 
Youngstown 2, Ohio. Phone 3-9335. 

1947 STEAM JENNY, like new. Excellent 
condition with high pressure hose, $350. 
Ken Meta! Products, 15391 Idaho, Town- 
send 8-7080, Detroit. 

WANTED—Kaiser-Frazer approved neon 
sign. Write Martin Bros. Motor Co., 
Dothan, Alabama. 


MAKE YOUR CAR 


look nicer, run better and last longer at 

a lower cost. My Carkeeping Manual tells 

how. Fifty-page deluxe edition, wire bound 

with varnished covers. $1 postpaid. Full re- 

fund privilege. Order direet from author: 
B. F. CAPWELL 


P. O. Box 551 Jamaica 1, N. Y. 
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Insurance [] Financial [) Supplier [J 
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Chrysler 


smooth selling for '50,850,000 readers 


a 
hluid Ride... a 
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a 4-color, center spread appearing tn national magazines 
| 








